+ 








- CLEANER <*.. 


PILLOW 
RENOVATION 


FINISHING 


Pian your 1959 ads now ... see 
sales promotion calendar — page 101 





A fagn esium 











licate 


type 





Sweefener 


Detergent Removed - % 

















Research at the J-M Drycleaning Laboratory shows Hysweet removes less than half as much 


detergent as magnesium silicate sweeteners under simulated field conditions 


Proved in laboratory and field tests 


Hysweet—first sweetener to solve the detergent 
loss problem...and remove more free fatty acids 


IN a long series of test runs under con- 
trolled laboratory conditions and in ex- 
tensive field trials, Hysweet* removed less 
than half the detergent taken out by 
magnesium silicate type sweeteners and 
others. In fact, its performance even sur- 


passed that of activated carbon (yet 


Hysweet removes more than twice as 


much free fatty acid) 

Continued testing shows you get many 
other operational advantages and savings 
with Hysweet. It prevents fatty acid build- 
up better than any other sweetener or 
sweetener-substitute by selectively adsorb- 
ing only the undesirable fatty acids from 
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PROOU 


100 YEARS OF QUALITY PRODUCTS... 


the solvent. It keeps filter pressure mark- 
edly lower throughout the complete op- 
erating cycle. This means you can operate 
equipment for almost indefinite periods 
without distillation 


Hysweet is also the most versatile sweet- 
ener available today. It is compatible with 
all detergents, with any percent of charge, 
and with both synthetic and petroleum 
solvents. It can be used as an after/ pre- 
coat either alone or in admixture with 
activated carbon and Hyflo*, as a filter 
powder with each load, or as a purge at 
the end of the day. (Hyflo should always 
be used for precoating.) 


JOHNS-MANVILLE 


1858-1958 


For the name of your nearest Hyflo- 
Hysweet dealer, write Johns-Manville, 
Box 14, New York 16, N.Y. In Canada, 
Port Credit, Ontario. 


*Hyflo and Hysweet Trade Marks Reg. U.S. Pat. Of 





Use the original high-speed filter 
powder — Hyflo. Removes all insolu- 
ble impurities and dirt with near- 
automatic operation. Keeps garments 
fresh and odor-free . Feduces spot- 
ting time . . . assures you of maximum 
solvent life. 











Redeposition .. . 


Everyone talks about it, no one 
does anything about it! 


Manufacturer 
Licks 
Redeposition 
Problem! 


dry 


THE FIRST OBJECTIVE otf 
cleaning is to clean clothes The sec- 
ond most-trving objective is to remove 
oil the dry cl 
allowing the solvent to continue to do 
cleaning job. All the 
dirt that is soluble goes into solution 
in the only the insoluble 

suspended matter is taken 
the filter. The solution be 


comes saturated 


from aning solvent 


an efficient dry 
solvent 
out on 
cleaning 
often in a short time 
the dry cleaning 


and 


From this point on 
solution saturated with salt 
other 


soil 


sugal 


soluble soils can only transfer 


from on fabric and 


piece ot 
move it to another 
the 


proble ms of the dry cleaner. It is with 


Redeposition is one oft mayor 


him daily—particularly when cleaning 
Many 


ing through dry cleaning are 


garments go 
dark in 
color and rede position does not mani 
fest itself. However, it 
worry to the dry 
consumer 

What is redeposition? It has been 
defined as the soil removed from gai 


lighter garments 


is there and a 


cleaner spott r and 


ments that has not been suspended 
and removed by the detergent. This, 
part of the an 
The Davies-Young 

determined that 
major 
redeposition 


unfortunately, is only 
swer. Research by 
Soap Company has 
consists of two 


First, the 
been 


redeposition 
classifications 
that 
the 
circulation. If 


has not removed 
adequate filter 
has not 
insufficient 
changes of solvent, soil will redeposit 
the This be 
readily removed by thorough rinsing 
the filter. This 
not the major problem 


ot soil 
washer by 

the soil 
there are 


trom 
been 
removed and 


on garments soil can 
however, is 
The big re- 


deposition problem is the loose dye 


on soil, 
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April 21, 1948, at the Post Office 


which Is Ire moved trom the garments 
This 
vill pass through a filter 


be ing cleaned dve, soluble in 
the solvent 
ing medium and return to the washer 


adhering to the garments. This type 
of redeposition can only be removed 
by harsh treatment such as bleaching 
this is not 


or stripping. Oby iously, 


practical to use on garments, except 


pure whites. Dye redeposition cannot 
be removed through rinsing 

Where this 
How get cleaning 
bath? built to 
penetrate the fibers and remove all of 
the soil possible. While this detergent 
is acting upon the soil, it also attacks 


does dye come from? 


the 
are 


does it into 


Detergents today 


the loose dve contained in all fabrics 
Remember, a mixture of different col 
ors of dye will produce a dark gray 
or black color. 

The é 
drvcleaning bath, dissolved by the 
is carried through the fil- 
tering medium hack to the cleaning 
bath. 

This dve adheres to the garments in 


mixture of these dyes in a 


detergent 


the bath and redeposition follows. For 
example, a drycleaning operator using 
the bath 
where he is not changing the solvent 


two method of operation 
in the wash bath, accumulates a high 


percentage of loose dye. Garments 
are then rinsed in a second bath, but 
this only results in the rinsing of loose 
soil—that rinses out readily. The dry 
cleaning operator fails to rinse out the 
dye which adheres to the garments. 
In a single bath operation, where the 
cleaning bath is being constantly 
purified through the addition of new 
solvent and continuous filteration, 
which constantly removes loose soil, 


the drycleaning operator is in a much 


Paid advertisement 


Published monthly by th 
N. Y. Subscription rates States and 


under the 


United 
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of The 
Canada, 
act of March 3, 


Business Papers Division 


better control this rede 


position ot dve 


position to 


Proof of this operation is simple 
Clean a white garment in a two bath 
the has 
continuously. Compare it 


operation, where detergent 


been run 


with another white garment cleaned 
in a single bath operation. 

It is true that certain dyes are re- 
moved from the garments in a single 
they might be in 


the two bath operation However, the 


bath operation as 


removal of dye in a single bath oper- 
ition is more easily controlled 

The redeposition problem is solved 
by using the Buckeye R,DR, (rede 
position removal) Treatment. The use 
of Buckeye RxDRx specially treated 
towels will retain the dye and soluble 
soil during the cleaning process and 
prevent redeposition. 

This process assures the operator of 
a cleaner, clearer and brighter gar 
ment—giving greater customer satis 
faction. 

This operation has been proven in 
thousands of single bath plant oper- 
ations with the “Lint-free, Cling-free” 
Dry Cleaning Process® through the 
use of Buckeye Clean-Charge or 
Buckeye Code 166. 

Your plant, too, can enjoy this su- 
perior cleaning process which guar 
and 
increases your sales volume. For fur 
ther information, contact your nearest 
Buckeye Distributor or one of the 
qualified Buckeye Representatives 
who will install this revolutionary 
process in your plant. 

Remember, better cleaning through 
research with Buckeye! 


antees customer satisfaction 


The Davies- Young Seap Co., 705 Albany St., Dayton, Ohio 


*trade mark of The Davies- Young Soap Company 


Reuben H 
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“We selected MANITOWOC because of the many 
exclusive features — plus a 10% lower 
price than other machines of the 


a a7 
says Mr. Samuel Schachter, General Manager, 
same sIZe, C. G. Howes Co., Newton, Mass. 


“Our 70 lb. Manitowoc 2-bath 
perchlor unit serves five branch 
stores plus our main plant. We 
offer a premium-priced, faultless 
quality product . . . the Manitowoc 
upholds our 50 year reputation.” 


“Automatic air controls make a 

@ time- -saving difference in our clean- 

@ ing operation. And we now spend 
only minutes a week on filter clean- 
out . . . an operation which took 
four hours with our former unit. 
Time and money saving features 
like these influenced us in select- 
ing Manitowoc.” 
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“This unit has two 35 Ib. super-speed recovery 
tumblers which help us save 20% more perch- 
lor than was possible before. The Diverti-Flo 
automatic solvent diverter also helps keep sol- 
vent cost down. And the distillation unit is not 
only safer but definitely gives us the advertised 
98% recovery!" 


Every 


MANITOWOC 
2-Bath Perchlor 
has these Features 


Diverti-Flo Solvent Diverter 


“It all adds up to this... 
“No-Surge-Over”’ Still 


the Manitowoc system has given 
Fluid Drive us completely satisfactory, 
“Extra-Dry” Muck Extraction economical, trouble-free 


Built-In, Divided Tanks + a arses i me 
Manitowoc-Olson Filters 7 
Super Speed Recovery Tumblers 
Free-Flow Copper Piping 
® Solvent Coolers 
® Marlow Centrifugal Pumps 


® Fully Automatic Air 
Controls 


MANITOWOC ENGINEERING CORP., Dept. MS-2 


(A subsidiary of The Manitowoc Compony, Inc.) Manitowoc, Wisconsin 


. Rush further information on the following 
Filters 


i A Complete Line of 


DRY CLEANING and Perchior Dry 


Cleaning Systems Nome 


Tumblers 
Title 


FINISHING SYSTEMS 
Seilt 
| ®) 
i iS 
Spott d Sarr nee 
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Finishing 
Equipment Petroleum Ory Perchlor Dry 
Cleaning Cleaning 
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Cleaning Systems 
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Finishing Equipment | “'tY 
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Peace on Earth 


Now that the holidays are approach 
ing, we are all imbued with the spirit 
of brotherly love. Street decorations, gaily 
decorated stores, the festive shows on 


FEATURES television, music on radio and the news 
paper ads bring the annual reminder to 
be kind and generous to one another 

Do It Now—Part VI By Art Schuelke 28 Churches play their majority role for the 


fitable sidelines brief season, bringing us the real spiritual 
able sic 


ss ens fn dik Mili significance of the holidays 


That's all to the good. this annual 
period for pause and reflection. But think 
what a wonderful world this would be 
By Joseph C. McCabe if we could carry that spirit of charity 
; , ind interest in our fellowman all through 
ils in depth with all the angles of piping. If the year! Too many of us turn this atti 
evamping, here are ll the factors to consider tude on and off, like a faucet 
my GN wcuum lines, This can f a real Someone once said, “I resolve to live 
the rest of my life as though I had but 
30 days more to live.” A friend with a 

— broader perspective said, “That is fine 

What Decentralization Can Do for You By Art Schuelke but why not treat each person with whom 
wing like 7 psy or are you watching out for the point of you come into daily contact as though he 
za had just one more month of life?” 

In recent weeks I have lost some good 
friends through death. I wish I could 
push back the hands of time to have 
the opportunity to be kinder to those 
Turn Old Customers Into New Prospects .By Harry Yeates unfortunate ones. But since that is im 
possible, I shall let their memory serve 


. is a constant reminder to be more charit 
reased sales through various sidelines. Here is a case history of a plant that hI 
ave 


turned to rug cleaning—successfully. A study of this article can build your 


: , 
diminishing eturns? Wise plantowners are ¢ rpanding thr ugh dece ntrali 


tion. Read how a New Zealander took the cue and changed his operations 


thy ; tins ] 


The ncluding article in the “Do It Now” series points out ways for in 


more understanding from now on 
rohit f The coming season will motivate all of 
us in that direction. But suppose we all 
get together and carry the happy holiday 

spirit through the next 12 months? Then 

we will really have something to cele 


brate next year 
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A switch from 4% Two-Bath 
to 2% One-Bath creates renewed 


interest in Spotting Chemicals 


A leading manufacturer of spotting chemicals is cur- 
rently directing its advertising to those cleaners who 
may have recently switched from 4° two-bath to 2% 
one-bath. 

This leading manufacturer recognizes the fact that 
in making the switch the operator is now confronted 
with more stains which are not removed in the dry- 
cleaning process. 

His appeal is that now, with more spotting to be 
done, the cleaner should select his spotting chemicals 
with deliberate judgment. 


A tribute to Two-Bath 


What greater tribute could one pay to the efficiency 
of the 4°% two-bath method? A neutral manufacturer, 
not engaged in the battle of detergents or controls, 
capitalizes on the increased demand for spotting 
chemicals which results from the switch from 4% 
two-bath to 2° one-bath. 

If the difference in the two methods is so great, 
then why have any cleaners made this switch? 


Why did they switch? 


In some cases the capacity of cleaning-room equip- 
ment in ratio to pounds of fabrics cleaned is so 
inadequate that the operator feels that there aren’t 
enough hours in the working day to provide for a 
separate purified rinse. However, inadequate equip- 
ment is seldom a valid justification for changing, as 
the few minutes required for rinsing each load usually 
leaves sufficient time to complete the day’s work on 
schedule. 

In other cases some operators with more than 
adequate equipment have made the switch only be- 
cause they were intrigued by the fantastic claims 
made by detergent manufacturers who have neither 
the facilities nor the personnel to manufacture and 
service products and techniques for the two-bath 


method. 
6000 leaders swear by Two-Bath 


Although the advertising agencies are competing with 
flowery copy pertaining to one-bath methods recom- 
mended by their clients, most of the original 6000-plus 
operators who standardized on the two-bath method 
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continue to be guided by their auditors’ profit and loss 
statements, and continue without the slightest devia- 
tion from the process which has proven so profitable 
to them. 

These 6000-plus successful businessmen know that 
no detergent is capable of removing as much soil with 
equal safety in 2°; concentration as is removed by 
FORMULA 886 in 4°, concentration. 

They know that no one-bath method made from 1 
to 2° of a concentrated detergent can avoid streaks 
and swales, while the separate purified rinse in the 
two-bath method completely eliminates streaks and 
swales. 

And these same 6000-plus successful operators 
know that nothing compares with FORMULA 886 and 
a separate purified rinse for whiteness retention (the 
prevention of greying). They know that this advantage 
can be proven to the complete satisfaction of anyone 
through conclusive tests with white swatches. 

Of utmost importance, these successful operators 
know that their Conpuctiviry Contro.t UNIT, in- 
vented, perfected, installed and serviced by STREET’s, 
is the only moisture control apparatus which has faced 
the scrutiny of a research fellowship (NID F-14) as 
well as widespread commercial use in over 6000 lead- 
ing plants. 


Let others experiment 


These ulert plantowners are not tempted by unsup- 
ported claims because they know they are profiting 
from the advantages of advanced research. They are 
content to let the others do all the re-cleaning required 
in one-bath plants to prevent streaks and swales. And 
they are content to let the others patronize the manu- 
facturer of those spotting chemicals which are offered 
in consideration of the cleaners who have switched 
to one-bath. 


50 factory-trained Two-Bath Specialists 


Finally, these 6000-plus operators are content to 
accept dependable service from the only manufacturer 
with 50 factory-trained field technicians who are spe- 
cialists in the two-bath method and ConpbuctivitTy 
ConTROL: R. R. Street & Co. Inc., 561 W. Monroe 
Street, Chicago 6, Ill., U.S.A. 
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Teacher's Kit, a special package 
designed to enable teachers to 
drycleaning in their 
The kit in- 
cludes a guide on use of mate- 
clothing and fabric 
and selection, basic information 


include 
regular curriculum 
rials care 
on drycleaning processes and a 


chart them step-by- 
step 


outlining 


the 
munity experts to whom teach- 
ers can turn for additional in- 
formation. Drycleaners partici- 
in the program will be 
identified by a special certificate 
ivailable distributors of 
Dow-Per 


Drycleaners will be com- 


pating 


from 


Dodge Trucks Highlight Safety for 1959 


system 
is said te half-ton 
models bigger brakes 
comparable truck in 
highlights the 
satety features 
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new servo-type 
give 
truck 
than 
the 

numerous 
1959 


any 
industry 
new 


on Dodge 





YOUR REQUEST 
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new brakes provide a total lin- 
192 square 
designed to 
greater stopping ability 
reduced pedal effort 

The conventional and 
medium-tonnage models of the 
new trucks feature a concealed 
step running board 

Other features of 
line include a new 
panel 


ing area of inches 


and are ensure 


with 


low- 


the new 
instrument 
hooded instrument 
positioned for easy 
reading: new heating and ven 


and 
cluster 


tilation systems to ensure thor- 
ough defrosting, and two new 
318-cubic-inch V-8 engines 
with 8.25-to-1 compression 
ratio to provide added power 
for passing and hill climbing 
The new Dodge P300 for- 
ward-control unit with a Boyer- 
town body (pictured) is said to 
be highly maneuverable and 
easy to enter and park. Con- 
trols on the 126-inch-wheelbase 


an 


vehicle are located far forward 
to ensure maximum cargo 
A 6-cylinder 120 hp. 
engine is standard and a 205 
hp. V-8 engine is available. 

For further information write 
to Dodge Div., Chrysler Corp., 
7900 Jos. Campeau Ave., De- 
troit 31, Mich 


spac e. 


Improved Kool-Press 


Hobade Associates has modi- 
fied its Kool-Press insulated 
cover for pressing machines. 
The outside shell has been 
strengthened, and __ specially 
treated glass fiber with greater 
structural strength is being used 
as an insulating material. 

Three new for 35- 
inch and 41-inch machines are 
now available 

For further information write 
to Hobade Associates, 22 Kirk- 
patrick St.. New Brunswick, 
N. J 


models 


New Butler Air Press 


A new air press announced 
by Butler Manufacturing Com- 
features the 
Fabric-Feel. This 
Butler says, allows the opera- 
tor to easily make hairline ad- 
justments that insure the right 
for the fabric, and 
even the inexperienced operator 
can do quality work. 

The  self-aligning 
justs automatically to 
thickness 
pressure 

The head overlaps the buck 
to eliminate leave-off marks. 
Double plates provide correct 
distribution of heat and steam. 
According to the company, the 
Butler press is the only 
on the market today factory- 
equipped with special buck 
padding to eliminate shine. 

The operating bar is set for 
safe and easy reach, and head 
speed is easily regulated. 

A full-length backguard pro- 
vides more work space and 


pany exclusive 


new device, 


pressure 


head ad- 
fabric 
uniform 


and assures 


one 


keeps the garments on the ta- 
ble. The Formica table is of 
one-piece snagproof construc 
tion 

Descriptive literature is avail- 
able from Butler Manufacturing 
Dry Cleaners Divi 
910, 7400 E. 13th 
City 26, Mo 


Company, 
sion, Dept 
St., Kansas 


Miniature Tubeless Boiler 


A new oil-fired, miniature 
tubeless boiler is being offered 
by Fulton Boiler Works, Inc., 
in sizes 2 and 4 horsepower 

Features of the new 
pletely packaged boiler include 
a pressure atomizing oil burner, 
no tubes or coils, two low-wa- 
ter cutoffs, full insulation, com- 
plete water-level controls, safety 
controls, complete wiring and 
full assembly. 

For further information and 
literature write to Fulton Boiler 


Works, Inc., Pulaski, N. Y 


com 


Klean in Poly Bags 


The new triple-strength 
Klean is now being offered in 
polyethylene bags by its manu- 
facturer, Adco, Inc. An acti- 
vated carbon, new Klean is 
packaged in a pop-open bag 
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ARE YOU 
SATISFIED WITH 
YOUR PRESENT 

SOLVENT? 


NOW! Super-fast EVAPORATION 
and LOW ODOR with 


ESPESOL DriRex 


EXCEEDS ALL STODDARD SPECIFICATIONS! 
@ EVAPORATION -— Over twice as fast as regular Stoddard solvent. 
® ODOR - Extremely low ® COLOR — Crystal clear 
e FLASH POINT - 100°F plus 
NEW ESPESOL DriRex helps you ® APPROVED by National 


with two big problems — increasing your 
net profits and improving customer rela- 
tions. Because of its ex*ra-fast evaporation 
rate, DriRex increases plant throughput 
giving you added production. And because 
residual odor is practically non-existent, Complete stocks are available 
your customers will be happier . . . better for super-fast delivery from 
satisfied! Ask your solvent distributor Eastern States’ strategically located 
aoee " ! terminals —by truck, tank car, 
today about the superior performance of barge and drum. 
ESPESOL DriRex, or write directly for 
complete information. 


Institute of Drycleaning 


OTHER ESPESOL SOLVENTS 


i) od 3 ©) Mc [0] Oe Tore eta iielelelelae 


Solvent 


ESPESOL 320 — Regular Stoddard 


Solvent where High flash point required 


ESPESOL 350 — 140° F. flash point 


EASTERN STATES 


PETROLEUM & CHEMICAL Corporation 
(Formerly Eastern States 


Chemical Corporation) 


Post Office Box 5008 — Houston 12, Texas — Phone WAlnut 3-1651 U. S$. TERMINALS: 

Chicago Office: 1011 Lake St., Oak Park, Illinois, Phone Village 8-5410 Houston, Texas 

New York Office: 10 Rockefeller Plaza, New York, Phone Circle 7-2520 Chicago, Illinois 

Cleveland Office: 20800 Center Ridge Rd., Cleveland, Ohio, Phone EDison 3-0188 East Liverpool, Ohio 

Lovisville Office: 4th and Broadway St., Louisville, Ky., Phone JUniper 3-7634 Madison, Indiana 

Atlanta Office: 3121 Maple Drive, N.E., Phone CEdar 3-3227 Brownsville, Texas 

Los Angeles Office: 110 S. Euclid, Pasadena, Phone RYan 1-0278 Savannah, Georgia 
Carteret, New Jersey 
Los Angeles, California 
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the heavy-duty line of 


sy N—)  | - o —> Gay: Vou ge] i 


Co} o Me) i ited (ja lon" ae fo) mer U Slate] A’ Me lale Mel a’ Modi -t-lallale 
SIZES AND TYPES FOR EVERY PLANT 


for synthetic solvent for petroleum solvent 


SYNTOMAT UNITS WASHEX UNITS 


PACKAGE _- MORE POUNDS AND PROFIT 


PER OPERATOR HOUR* 
DRY 


$ “ay Open pocket, open-end cylin- 
J , i der—simplest loading and 
‘ant unloading. No weighing or 
— dividing of loads for extrac- 
— tion balance. 45, 65, 100 Ib. 
units—synthetic and petroleum 
ASK FOR BULLETIN T-236 ("17S Ibs. Cleaned & Spotted EASILY) ASK FOR BULLETIN T-235 


oe SLUDGE COOKER-STILL 
Motor Driven Agitator 
Fast Sludge Cooking 
Self-Unloading (Dry Powder) 


: . / _ SUPERFAST RECLAIMING TUMBLER 
SYNTHETIC EQUIPMENT mY Quick Cooling Cycle 
el j of ya King Size Lint Trap 
FOR MAXIMUM > ai rai Optional Automatic Cycler 
I . SOLVENT-SORBER — DOUBLES SOLVENT MILEAGE 
SOLVENT ECONOMY : ¢ x Single and double unit models 


Reclaim all Perc from air and vents 
AVAILABLE EITHER WITH COMPLETE SYNTOMAT UNITS OR AS REPLACEMENT FOR UNITS IN THE FIELD 





MORE FILTERING AREA e LESS FLOOR SPACE 


WASHEX 4 NO CLOGGING, NO STEAMING 


NO BOILING OF SCREENS 
f SIMPLE SLUDGE REMOVAL 
| Wy ALL SIZES—1000-15000 GPH 
SYNTHETIC and PETROLEUM SOLVENTS 


ASK FOR BULLETIN T-196 


e TIME-PROVEN PERFORMANCE 
e OPEN-POCKET, REVERSING CYLINDER 
e 1000 POUNDS PER OPERATOR HOUR 


100, 175, 270, 450 POUND MODELS 


ASK FOR BULLETIN T-55 





e 1200 P/OH CONSISTENTLY IN YOUR WASHROOM 
e RUGGED HEAVY-DUTY CONSTRUCTION 
e STAINLESS AND INDUSTRIAL STEEL MODELS 


FOUR MODELS: 250-600 LB. DRY LOADS 


ASK FOR BULLETIN T-271 


TASHEXK MACHINERY CORPORATION 


192 BANKER STREET, BROOKLYN 22,N.Y. 





that can be opened while the user to take one or mor 
wearing white gloves as pic- bags out of the carton as 
tured needed. Klean is packec 
Klean polyethylene bags are packages to a carton f 
packed in a dispenser-type car- For further inform ae write 


ton which is designed to allow to Adco, Inc., Sedali 


cme! 
New Self-Cleaning Pipeline Strainer Le ota 


\ERASES Deodorant 


Eliminates odors by absorption 
and chemical reaction. Does 
not contain masking perfumes 
or formaldahyde. 


Sol sain 


Ends linting problems for less 
than 1 Yc per 100 pounds. 
A new line of semisteel, self- ment collection chamber inte No more brushing or vacuuming. 
leaning pipeline strainers in gral with cap 


izes from ™% inch through 3 According to the manufa 


inches has been announced by turer, the 45-degree design fa Duuwtilé 
Im tor I 


irco Company or avail- cilitates cleaning by blow-off 2co 


ibility in the late fall Every strainer is said to be hy 
Features of the new strainer drostatically tested and is rated A textile flame retardant on the 
include high-strength construc- for saturated steam or liquids dry side that opens new avenues 
internal design I to 250 p.s.i and 475° F. total for increased sales. Simply 
tight fit of the s temperature dip—extract — tumble dry. 
perforated heavy- For further information write 
screen with spot welded to Sarco Company Inc., 635 


ind built-in sedi- Madison Ave., New York, N. Y 


L E D Liquid Enzyme digester 


Protective Tie Envelope Offered by Nashua A new concept in on-the-boord 


motion kit of window, counter postspotting. Removes problem 
store and delivery truck stream and unknown stains and eli- 


( s is offered : 
ers for dry leaner 1 fer ! minotes reruns. 


free with the new envelopes by 
the Surehold Division of N 


shua ; sot 
For further information about Lausilfec Dry Sizing 
the kit Pro-Tek-Ti 


and the “| Makes colors brighter—whites 

velopes write to Surehold Di hi i 
\ new line ot protective , ision. Nashu " ( orporation w iter— G your cottons and 
necktie envelopes designed for Nashua. N. H synthetics become crisp and 


low-cost packaging is being of fresh with new like look. 
fered by Nashua Corporation 
The new Pro-Tek-Tie envelopes New Water-Heater Catalog 


ire said to provide simplified A new 1958 catalog for tank 
handling at the plant, easy-to 


: . ~ less water heaters is now avail Quer ; 
handle packaging for cash-and- able from the Portmar Wate: Mothproofing 


carry or home-delivery service, Heater ¢ ompany, Inc A dry charge mothproofing 
ind attractive, transparent pack The catalog describes th —added to the wheel. A 
iges which may be attached to company’s WH series twin-coil “big extra” for the house- 
volume water heater which | wife that costs about 1/20 
of a cent per garment. 


1 hanger for delivery with a 


iment and can be promoted supplies automatic hot water 


without a storage tank. Installa 
tion and hookup charts are giv 
en, while capacity and dimen Contoct your Jobber or Write. 
sion charts list the proper siz 


water heater for cleaning plants F ilk 2 
YOUR REQUEST and laundries. 


for further information Built in accordance with the GUM / 
will get quickest and most requirements of the American ( aS ‘ 
complete attention as a Societv of Mechanical Engi- 


worthwhile inquiry when neers Boiler Code, the WH CHEMICAL MFG. 
it’s written on your let- series water heater works with COMPANY 
terhead. Be sure to men- oil or gas. With 14 sizes to 5020 RICHMOND RD 


tion NATIONAL CLEANER choose from, these water heat- 


& DYER. ers can deliver from 300 to BEDFORD, OHIO 


Continued on page 88 
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or customer use 


\ new ready-made sales pro- 
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Premium 


DARCO 


makes drycleaning easier— 


keeps solvent cleaner— 
than ever before 


Developed especially by Darco research—for today’s modern charged soap 
systems, whether one or two bath, which use highly concentrated and 
valuable detergents. Never before have drycleaners had an activated 
carbon that does the job like Premrum Darco, at a price that gives you 
all the quality performance and convenience you’re paying for. 


More decolorizing power than ever before to help solve the drycleaner’s 
biggest problem—bleeding dyes and graying. 


Saves your valuable soap. High density, concentrated Premium Darco 
reduces make-up of valuable detergent. 


Saves your costly solvent. High density Premium Darco cuts your loss of 
costly solvent per pound of filter cake in half. And you get longer intervals 
between cleanouts. You'll have less filter sludge for the muck cooker per 
pound of work cleaned. 


Reduces distillation to a minimum. One shot of Premrum Darco every day 
keeps your solvent clean as new. It’s especially valuable in charged systems 
using water-white or light colored detergents . . . where soil accumulation 
shows up immediately. 


A little does a lot. Premium Darco is so powerful that you'll only need a 
small dosage of it daily to keep solvent clean. Follow recommended dosage 
and you’ll get the drycleaning quality that keeps customers coming back. 
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EASY TO USE 


in the new 


nes 
tear or cv! along dotted h 
na e 


one-pound power pack 


ad 
Me wean ene pov 


assures accurate dosage by weight with 


no mess and no guess. 


gives exact cost control. You know the 
weight you’re actually using; you’ll 
always know the cost. 

provides the right weight of carbon 


needed by your filter every day. 


offers easy and dust-free addition of 
carbon to any system. 


FOLLOW THESE 
DOSAGE RECOMMENDATIONS 
EVERY DAY 
rave See MINIMUM DOSAGE 

gal./hr. 
1000— 2000 V2 bag 
3200— 5000 1 bag 
5000 or more 2 bags 


CHEMICALS 
DIVISION 


The most efficient way to remove 
POWDER COMPANY 


color 
. WILMINGTON 99, DELAWARE 
fatty acids 
In Coneda: Atlas Powder Company, Caneda, Lid. 


non-volatiles Brantford, Ontario, Canada 
from modern charged soap systems 
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Designed for More Efficient Drycleaning Work - 


STANDARD 
€ SCALE BASKET 


16” x 18” x 32” heavy 
gauge steel wire basket 
with removable plastic liner 
Capacity 60 Ibs. Steel car- 
riage with 3” ball bearing 
casters. Weight figures are 
reflected in magnifying mir- 
ror and plainly visible with- 
out stooping. $69.50 


Replacement Liner 


$ 4.95 


ECONOMY 
HANGING SCALE 


Ideal Scale for 


weight 


selling service by 
Heavy gauge metal basket 
Attractive scale graduated to pounds 
and half pounds. Approved by Dept 
of Weights and Measures. Capacity 
up to 100 ibs 


Scale and basket as shown $39.75 
With stand add $15.00 
Scale alone $18.00 

$22.00 


Basket alone 


“ALL IN ONE’’ 


WONDER BRUSHES 


304 — 
303, $2.25 304, $2.50 305, $4.95 
ideal Carding Brushes for all types of fabrics. 303 and 


304 for lighter work, 305 for heavier work. Specially de- 
signed, rust-proof wire bristles 


NEWHOUSE 


ZIPPER 
REPAIR 
TOOL 


Does any zipper repair job easily and efficiently. No experience neces- 


sary. Cuts cost—speeds work $1 2.95 
Talon Parts Kit $8.50 


SEND FOR FULL LINE CATALOGUE 
Sold Through All Drycleaning and Laundry Jobbers. 


This amazing machine 
positively re-tightens 
stretched waist bands, 
necks, and cuffs of tired sweaters and restores the original 
shape and elasticity to knit-wear—all in a matter of sec- 
onds. Jingles your cash register! Price $49.50 


Sweater on left will look like sweater on right in seconds 


NEW SELF-LOCKING TIE FORMS 


a 


— 


* 


| 


. $5.95 
Both forms are self-adjusting at any point. Both are ideal on 
press or finishing board. To end all your tie finishing prob- 


lems, you need both these fine tie forms. Nylon cover, easy 
to replace is $1.00. 


No. 2 Closed type for open center ties . 


COAT VENT CLAMP 


Grips and holds coat vents firmly in place while garment is being fin- 
ished on coat machine or Adjusta-Form. Leaves no imprint. Cuts finish- 


ing costs. Only $3.00 each or $5.50 a pair. 


NEWHOUSE SPECIALTY CO. INC., 3827 San Fernando Road, Glendale 4, Calif. 
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Hoyt's biggest "FIRST" 


rea H 4 
Break -Theougl a 


EX cL Us VE NIQUE i modern reclaiming + 


\ 
... Cold t operate without it! wnat, Regen 


NOW, with this simple lever, the operator can vary the 
cylinder speed to obtain just the right tumbling action for 
the best drying and reclamation for any size load or type 


ae 2 : 
of garment. Fast or slow. . . or any speed in between... 
you have full freedom of speed selection. Small loads, 


: g : ‘# 
. or articles requiring gentle tumbling, can be tumbled at 
faves 2 slow speeds for full aeration and fluffing. 
-. When we first announced “LOADTROL,” we knew this 
ay fc % new feature was good but, frankly, we didn’t know 
how good until you told us. Thanks to its wonderful 
Nas} reception, the “LOADTROL” is now included as 
os standard equipment . . . along with Hoyt’s many other 
ee features . .. on all Super Fast Reclaimers and is 
available as an extra on our Standard line of reclaimers. 


Keep ahead with Hoyt... be sure the reclaimers 


you buy have Hoyt features! 
Past of econ 
MANUFACTURING COR vyda #1095 op 
14 FORGE ROAD standard "95 ub 
79 
WESTPORT, MASSACHUS Cabins ile 1,570 up 


Sup Fas 


— 


Handle all loads 
with equal efficiency 


Small Loads Big Loads 





Automatic Dryers, Reclaimers and Chillers 
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Space was planned for two extra 
cleaning room ol 
Kolb’s Cleaners at Jackson, Mississippi 


One is to take the heavy solvent from 


tanks in the new 


the initial batch run on greasy oOver- 
ills or similar exceedingly soiled gar- 
ments. This solvent bypasses the filter 
ind is dumped directly into the heavy 
vent tank. Here it is held until the 
end of a d‘stillation period when it is 
un through the still 
\ second tank is cone-bottomed and 
is hooked in the distilled solvent line 
ifter the rag filter. Here it serves as a 
settling tank for any moisture remain 
ing in the solvent. Solvent is drawn 
from the top of this tank, and a small 
amount of water is drained out of the 
one about once a week, This settling 
tank helps prevent addition of too 


much moisture to the strong soap 


setup when fresh solvent is added. 


Keep It Cool 


Pullman Cleaners & Laundry of San 
Diego, California, recently switched 
from petroleum to synthetic solvent 
The plant immediately found its sol- 
vent costs soaring out of reach. 
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Because of the high temperatures 
of that area, they were only getting 
about 4,500 pounds of cleaning per 
drum of solvent. (Not to mention 
wrinkling, spot setting and other re- 
lated problems.) They felt that the 
installation of a roof tank would take 
care of the matter. 

4 1,500-gallon roof tank was in- 
stalled to  recirculate the water 
through solvent coolers. But by mid- 
afternoon the solvent was running as 
high as 105 degrees. And there was 
no gain in solvent mileage. Something 
else had to be done. 

The solution of the problem was 
immediate when a 12-ton evaporative 
cooler was installed on the roof. Wa- 
ter dripping from a multitude of red- 
wood louvers is cooled by an evapora- 
tive fan. The water temperature is 
lowered to a point where the solvent 
can be kept at about 80 degrees at 
any time of the day. 

Wrinkles, shrinkage complaints and 
spot-removal problems have just about 
disappeared. But more important, sol- 
vent mileage has more than doubled 
The plant is now getting better than 
9,100 pounds of cleaning per drum 
of solvent 


Noiseless Air Intake 





4 Automobile 
—ao~ Air Filters 


Le 


air 
Intake 


3 KP Air Compressor 














O. Reed Sauter, who with his part- 
ner, Clarence Sutton, owns and op- 
erates Elite Laundry and Cleaners in 
San Diego, California, is truly an in- 
genious plantowner. As a Marine in the 
second world war, Reed no doubt had 
to do his share of improvising, and 
carried the habit into his civilian 
business. 

As an example, Reed has a 3-horse 
air compressor up on the roof of his 
plant. The bark of the air intake finally 
got his neighbors up in arms. To muf- 
fle the noise he fitted an automobile 
air filter to the intake. It helped to 
quiet the thing but it also cut down 


the air intake so much the compressor 
wouldn't work efficiently. 

The final solution was a “T’ fitting 
on the intake pipe, plus a couple of 
nipples and elbows so he could make 
use of two air filters and now 
everyone is happy again. 


Service Cart for Carhops 


A handy service cart assists carhops 
at Beacon Cleaners in the South Bay 
Shopping Center at Redondo Beach, 
California. Since Beacon Cleaners of- 
fers both cleaning and laundry service, 
the girls sometimes have trouble open- 
ing car doors when they are carrying 
both a laundry and a drycleaning 
order. 

Owner Arthur Warren devised a 
modern service cart, complete with 
caster-wheels, which will hold both 
laundry bundles and drycleaning or- 
ders. It’s made of oak and covered 
with veneer. The desklike top sup- 
ports the laundry bundles, while a 2- 
by-6 upright at the front end has been 
fitted with a short pipe and flange 
affair at the top to hold drycleaning 
orders. A drawer in the cart holds 
tickets and pencils. 

Since customers park parallel to the 
wide sidewalk at the front of the 
plant, there is no need to move the 
cart onto the rougher surface of the 
general parking area. Hence the 
swivel wheels are small enough to be 
hidden completely inside the base of 
the cart for a better appearance. 

The cart has eliminated to a large 
extent the dropping of bundles which 
often occurs when an overloaded car- 
hop tries to open an auto door. 
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Don’t press your luck 
with worn out valves! 


Why gamble your profits with “tired 
valves’? Replace with economical, preci- 
sion-engineered UNITED valves now! And, 
UNITED has the valve best suited to your 
needs .. . be it for an original installation 
or replacement . all as a result of 50 
years of service to the laundry and dry 
cleaning industry. For example— 





¢ (A) HEAD VALVES—For all makes and models of 
pressing machines ; guaranteed interchangeable 

¢ (B) CHECK VALVES—All types to meet your ev 
installation requirement 


e (C) GLOBE VALVES—Gate, “Y" and all other stand 


ard valves for long term steam operation 
« (BD) BUCK VALVES—With and without packing fo 


pressing machines of every manufacturer 


*(E) STEAM VACUUM VALVES—Also air vaci 


valves for any make press 








Need valves fast? See your UNITED dealer, or write 








UNITED BRASS WORKS, INC. « RANDLEMAN, N. C. 
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American-Olson 
Tubular Filters 


Synclor single-bath perc cleaning units 


now, AceCo comes 
to many more 
communities 


‘istributors 


Perc and 
Petroleum Stills 


American-Piazza Sludge 
Accumutlator-Stripper 


American's famous AceCo line of fine dry 
cleaning machinery is now available to 
thousands of drycleaners in communities 


never before served! 


Growing demand from dry cleaners in all 
parts of the country has necessitated 
these new channels of distribution. Now 
American's complete line of dry cleaning 
equipment is handled through a coast to 
coast network of distributor organizations 
—each one an established leader in its 
community. As a result, American can 
provide even closer and more immediate 
service than ever before to you in the 


dry cleaning industry. 


And here's the big news! Soon the AceCo 
line will include many new and revolu- 
tionary products which will be available 
to you through these new outlets. 


The most complete service in the industry 
is yours—nearby! Your new American 
Cleaners Equipment Company distributor 
representative will call on you soon. 
Meanwhile, write for illustrated catalogs 
on the equipment shown here. 


American air-operated presses 














the 
famous 
AceCo 
line! 








merncan 


American Cleaners Equipment Company 
Division of The American Laundry Machinery Company 
Cincinnati 12, Ohio 


BUSINESS 


Oversize reproduction of playing 
cards on display in the call-office call 
attention to a successful plant promo 
tion offered by Schwartz Cleaners, 
Oak Park. Illinois 

Che plantowners, Mr. and Mrs. Joe 
Skala, purchased 200 decks of play- 
ing cards imprinted with the name, 
address and telephone nuinber of the 
plant. An assortment of different de- 
signs is displayed with the giant re- 
productions 


With each $2 cleaning order a cus 





BUILDERS 


tomer is entitled to one coupon, When 
15 coupons have been collected they 
are redeemable for a deck of cards. 

Decks of cards are also lent free of 
charge to civic clubs in the commu- 
nity. On one occasion 70 decks of 
cards were given out as a good public 
relations gesture. 

To tie in with the playing cards the 
plantowners have distributed free of 
charge 5,000 wallet-size calendars im- 
printed with the plant name. These 
are also displayed on the counter. 


Silent Salesmen Also Do Publications Job 


Andensgon 
Cleanends 


Your Clothesline 
Is For The Birds! 


Shirt bands provide an excellent 
opportunity to convey a message to 
customers. Anderson Cleaners of 
Jamestown, New York, has seven dif- 
ferent blurbs, one for each day of the 
week 

Not all pertain to drycleaning ot 
shirts. as witness the one suggesting 
church attendance every Sunday. That 
particular message has elicited favor- 
able comment from the clergy of 
Jamestown 


It shows that the messages are read 


Do Your Friend 
A Good Turn; Tel] Him About 
Anderson's Shirt Laundry. 


To The Church 
Of Your Choice Next 
Sunday, But Go 


Stop Ia! 
See The Best Shirt Laundering 
Equipment Anywhere. 
by the customers. The few lines of 
printing add nothing to the cost of the 
bands, either 


Follow-Up on Permanent Stains 


It’s sometimes impossible to remove 
all garment matter how 
much attention the spotter gives them. 

When this problem comes up at 
Morrison Cleaners, New Orleans, 
small tag is inserted 


stains no 


Louisiana, a 


through the buttonhole of a suit or 
pinned to garments by the final in- 
spectors. The tag reads: 


WE ARE SORRY 
Even after special efforts the remain- 
ing stains in this garment could not be 
removed. 

The Staff of 

MORRISON'S EXCLUSIVE CLEANERS 


Inspector 





This is a good way to let customers 
know that the plant is conscientious 
about turning out first-class work. Reg- 
ular accounts appreciate the thought- 
fulness of this gesture and many have 
commented about it 


Fashions Flank Entrance 


The glass panels flanking the front 
entrance to his call office are put to 
good use by Guy Brundage, owner of 
Hy-Tone Cleaners in Redondo Beach, 
California. In these panels he displays 
pages in full color from Vogue and 
Harper's Bazaar, showing the very 
latest in women’s fashions. 

Six of these pages are mounted in 
individual picture frames which are 
held in place on the inside of the glass 
by plastic strips. The frames, made 
of slant-cut 2-by-4’s, are painted a 
dull green. 

Catering to the carriage trade with 
a particularly fine grade of dryclean- 
ing, Guy feels this type of display is 
most apt to appeal to the clientele 
he wishes to serve. Pictures are 
changed each month, and would be 
changed more often except that there 
aren't enough of this sort available. 


NATIONAL CLEANER & DYER 








Dependable 
Warco Products 
Your Best Aids 
to Better Textile 

Maintenance 


TEN-MINIT 


10 Ib. jars = = 
Case of 4 jars 
5 lb. jars 

Case of 6 jars 


Makes whites whiter but retains the 
original softness and feel of the 
fabric. Takes 2 to 10 minutes in cold 
water. Most widely used bleaching 
compound on the market. 





— 


The Accent is on G and P 
GREASE AND PAINT REMOVER 


At last, a grease and paint remover 
that really does the job. Completely 
soluble in cold water, G and P 


grease and paint remover whisks 
away paint, tar and oil deposits 


= oe 


from fabrics and other materials in 
a flash. This remarkable new chemi- 
cal is widely and effectively used by 
drycleaning and laundry plants 


from coast to coast. 


Gallon cans 
Case of 6 cans 
30 gallon drums 


\ 





= 


ALL-COLER [* 2 
BLEACH : 


Alu-co.rn “J 


10 Ib. jars 
Case of 4 jars 
5 lb. jars 
Case of 6 jars 


ideal agent for bleaching color com- 
binations. Brightens colors, whitens 
whites. Bleaches out annoying per- 
spiration and other stains. Safe for 
all colors and fabrics. 


8 ounce jars. Case of 24 jars 


An Industrial Hand Cream recom- 
mended for persons whose hands 
are often exposed to the injurious, 
harsh and damaging effects of sol- 
vents and chemicals. The high per- 
centage of Silicone in Sila-Hand 
forms a protective coating against 
the penetration of strong chemicals. 
Sila-Hand also contains Lanolin 
which helps restore the natural 
body oils to rough, dried-out hands. 





PRE-OIL- 
BREAK 


Gallon bottles 
Case of 4 bottles 


Removes oxidized oils, grease, but- 
ter, fats, syrups, beverages, etc. 
Effective in removing up to 95% 
of all stains. Often self-sufficient 
without use of other spotting agents. 


SCRAM 
BLOOD 


Gallon bottles 
Case of 4 bottles 


The instant blood removing agent. 
Recognized as the best, Scram 
Blood is ordered and re-ordered by 
drycleaners everywhere. Compare 
it with anything of its kind. 





Sila-Hand is new and original. 


ORDER FROM YOUR JOBBER TODAY 


SEND FOR OUR 
FULL LINE BROCHURE 


RATORIES 


13609 S$. Normandie Avenve 


Gardena, California 





Write direct for 
FREE SPOTTING CHART 
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SIGNS of the TIMES 





Wash-and-Wear Is Drycleanable: The 
battle to stamp out the consumer mis 
conception that wash-and-wear cloth 
ing cannot be drycleaned was recently 
joined by the Du Pont Company and 
the ( lothing Manufacturers Associa 
tion of | S. A. Action by both organ 


ZATIONS foll wed i meeting last sum 


with 


mer between NID’s director of trade 
relations, Albert E. Johnson, and Dr 
Donald F. Holmes, manager of the 
Men's Merchandising Division of Du 
Pont’s Textile Fibers Department 

release by Du Pont 


gives the results of a survey by that 


A consumer 


company on consumer attitudes on 


PRE-MARKED 
_STRIP- 


... Cash-in on our 
Little Blue Man's 
all-out, Free, Cooperation 
Service ... includes aid of 
field representatives in 
planning installations and 
solving system problems 
of your accounts. Yes, you 
too can strike it rich the 


Pre- Marked Strip Tag way ! 


FIRM NAME 


ADORESS 


City : ~~ STATE 


All for FREE 


are the answers to 


here 


@ Eliminate waste & 
lela diate Ml elgelel (Tur: 
@ Cutting costs 50% 
@ Faster assemblies 
@ Vastly improved 
rel -aielsulelilecmelite! 
results in your 
O71 eam l-Jolelatul-tal) 


Mail me theFreeCatalog g 
of Pre-printed Marking 
and Identification Tags 
and Systems. | 


= ...or ASK YOUR JOBBER | 


“PRE-MARKED” the Industry’s Name for STRIP-TAGS! | 


20 


wash-and-wear, and points out the 
drycleanability of garments in that 
It was also announced by 
A. P. Stetser, manager of the Chlorine 
Products Division of Du Pont’s Elec- 
trochemicals Department, that the ad- 
vertising and promotion department 


category 


of his division has under circulation a 
campaign for next summer designed 
to promote drycleaning of wash-and- 
wear. It will feature the advantages of 
professional care 

An important step was taken by the 
Clothing Manufacturers Association in 
the adoption of a standard label for 
men’s wash-and-wear suits and slacks 
which contains the words “Can be 
drvcle ine d 


Christmas Party Perils: The National 
Safety Council is asking its 8,000 
business and industrial member con- 
cerns to take a new look at thei 
Christmas office parties and either 
keep the cork in the bottle or elim 
inate the parties. Many of the traffic 
accidents which occur in the early 
hours of the Christmas holiday can be 
traced back to the drinks at the office 
party, says the National Safety Coun- 
cil 

‘Easy Does It,” a recent National 
Safety 
tips on how to pile and lift industrial 


Council publication, includes 


materials, plus rules for driving power 
trucks 
the pamphlet may be obtained from 
the National Safety Council, 425 N 
Michigan Ave., Chicago 11, Ill 


Descriptive literature about 


Public Service: Al Natelson, Thrifty 
Cleaners, Bellmore, N. Y.. has been 
cited by a local columnist for his do 
nation of advertising space to local 
organizations 

During the week of October 6-11 
Rubin Weiss, proprietor of Imperial 
Cleaners, Long Branch, N. J., gave 5 
percent of his gross sales to aid the 
Dr. Hazard Memorial Hospital fund 
raising campaign 

Melvin E. Doyle, general sales 
manager for Southern Service Co., 
Ltd., Pomona, Calif., has beea elected 
to membership in the Los Angeles 
Sales Executives Club, according to 
an announcement by George J. Fox, 
president. The club annually sponsors 
many events of interest to the com- 
munity. 
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Per 50 designed to provide the finest cleaning with maximum solvent 
mileage, lowest operating and maintenance costs. 


mercury numatic 


Progressive cleaners are modernizing the New Twin-Disc Fluid Drive controls acceleration for 

Mercury Lease-Purchase way Frees working smoother operation. Reduces vibration and main- 
, ‘ ° tenance. 

capital . . . improves tax picture. 


Per 50 pictured above is fully automatic, with dry New Heavy Duty Transmission with double belt 


load capacity of 45—50 Ibs. per load . . . $2000 to drive. 


$2500 weekly volume. Mercury-Hoyt Solvo-Miser supplied; optional. 


New Clover-Leaf Muck Stripper attached to 2000 
GPH Monel Tubular Filter ‘valves away the muck” 

. reduces filter pressure for fast solvent flow. 
Eliminates chore of cleaning filter. Over 10,000 Clover-Leaf Muck Stripper 


‘| and Monel Tubular Filter 
lbs. mileage per drum of Perc. enuiiatiitn an eal ti-etn eiih 


Petroleum units also available 
140F or Stoddard solvent. 





. P : . . any Perc unit. Saves soap, 
New Automatic Still provides greater capacity with stanes ‘ania 


no ‘‘foam-over,"’ no “surge.” saves filter cleaning 


Over 4600 Successful Mercury Owners in 49 States 


CLEANING SYSTEMS, INC. 














1817 Benson Avenue, Evanston, Illinois ¢ DAvis 8-0710 
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MAINTENANCE 
SERVICE 

WILL SAVE 
YOU MONEY 
EIGHT WAYS 


f MAINTENANCE / 
t Agreement 4 


—- 
wererereeee--” 


ad . 





HOW ? 


CONTROL OF COSTS PARTS WITHOUT COST 


You can budget your service expense, eliminate Parts will be furnished without cost to users of 
cost of repairs, and YOU SAVE MONEY National Maintenance Service 


REGULAR INSPECTIONS 


Detect undue wear or strain on parts. Regular 


FACTORY-MADE PARTS 


Parts made by the manufacturer are used to replace 


inspections save you the worry of costly interrup broken or worn parts. 


tions of your business system. 


PROPER LUBRICATION 


Protects working parts of the machine against pre- 
mature wear and corrosion. 


PERIODICAL CLEANING 


Increases efficiency and lengthens the life of your 
machine 


QUICK SERVICE 


You can call us without additional cost any time 
your equipmeni is not operating satisfactorily. 


BONDED SERVICEMEN 


Factory trained to give you efficient service and to 
SAVE YOU MONEY. 


You invested in your National equipment for its 
money-saving features. National's “Preventive Main- 
tenance” will maintain these savings every year — 
for more years. Call your nearby National Service 
Man for full details on National Maintenance. 


“TRADE MARK REG. U.S. PAT. OFF. 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES ¢ HELPING BUSINESS SAVE MONEY 
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+8 EQsy-:- 


to Get the MOST 


Out of this Can! 


“Most” is the highest available oxygen content. 


When you use Eaton’s Century Brand Sodium Per- 
borate, you get a gentle, slow impartation of oxygen to 
the wool goods you are treating. You get the regenera- 
tive action which is so desirable . . . bleaching, and 
bringing back the soft, springy feel and original degree 


of whiteness your customers want in their woolens. 


Century Brand Sodium Perborate is produced with 
the highest possible available oxygen content. 
That's why this can gives you the “most”’. It’s specially 
designed to seal in this oxygen content, and keep it 
available for your benefit. 





Don't compare Eaton's Century Brand Sodium Per- 
borate with commercial grades packed in barrels, kegs, 
cartons, and paper bags. Century Brand is manufac- 
tured and packed especially for the dry cleaning in- 
dustry. Its purity and effectiveness are sealed in this 
can. Keep it sealed . . . and you'll always get the 
Packed only in five-pound, friction-top, litho- “most” out of it. 


graphed cans, to insure high-oxygen-content 
material at all times Order from your distributor today! 


WHY EXPERIMENT—USE EATON PRODUCTS 


EATON CHEMICAL AND DYESTUFF COMPANY 


1490 Franklin St., Detroit 7, Michigan 
Canadian Plants: Windsor and Toronto 


December, 195 





OLSON FILTRATION ENGINEERS 
MARKET Le MACHINES 
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MARLOW PUMPS Selected as Standard Equipment 


OLSON FILTRATION ENGINEERS, INC.. 
Division of American Laundry 
Mak hine Co.. 


of drvcleaning 


is now marketing a line 
addition 
to their famous tubular filters. These 
two-bath, packaged units are 


< ompletely automatic. The 


machines in 


efficient, 
outstand- 
ing features built into them mean 
greater savings and outstanding profit 
possibilities for drycleaners. 


In developing these machines, 
Olson’s engineers made no compro- 
mise with quality. That’s why they 
selected Marlow Pumps as standard 
equipment. Two vertical self-priming 
pumps of space-saving design are 
used on each unit to provide a high 


flow of solvent from the self-contained 


24 


tanks to the filter and the cylinder of 


the unit. 


For many years, Marlow Pumps 


have helped make good drycleaning 
equipment better! These Marlow dry- 


cleaning pumps are specially engi- 
neered for the job. \ patented mechan- 
ical seal eliminates shaft leakage. 
There’s no solvent loss—floors stay dry 


and clean. And—Marlows can handle 


DIVISION OF 


petroleum or synthetic solvents with 


equal ease. Fewer shut-downs, less 


maintenance, space-saving construc- 
tion, quiet operation—are just a few of 
the many other Marlow advantages. 
For complete information on these 
efficient, dependable, long-lasting dry- 
cleaning pumps, see your Marlow 
write for Bulletin DC-04 


dealer or 
today . 


BELL & GOSSETT CO. 


Midland Park, New Jersey 


Longview, Texas © Morton Grove, Hlinois 
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‘59 Car — ‘49 Plant 


Many of you will soon be or are already in the market for a 
new automobile. Just what would your reaction be if the 
showroom salesman tried to palm off a 10-year-old car instead 
of the newest model? If you are like most of us, you want a car 


that has all the wonderful improvements that have come about 
in the past decade. You would probably give that salesman a 
pitying glance and move on to another dealer. 

Yet how many cleaners are using that same misguided sales- 
man’s judgment in the operation of their plants? Wonderful 
strides have been made in 10 years in equipment design. Auto- 
matic washer-extractors have slashed labor costs, speeded pro- 
duction. Air presses, modern press padding and plates, plus 
steam-air finishers and late-model spotting boards all contri- 
bute to efficiency and more profits. What’s more important, all 
this equipment adds up to greater customer acceptance of our 
services. 

It is a matter of record that at least 50 percent of equipment 
used in the industry today is obsolete—a lot of it 15, 20 years 
old and older. Our industry has had remarkable growth since 
World War II. The bulk of this increase is due directly to those 
plants that have had the foresight and courage to buy modern 
equipment to replace old wasteful machines. They are the ones 
that have helped the industry by growth from within. They 
have expanded to other outlets and plants, rather than turn 
such opportunities over by default to people from other fields. 

The years ahead offer us the greatest opportunities—and 
challenges—we have ever faced. Buy that 59 model car, but 
give serious thought to that ‘49 model plant. If that isn’t kept 
up to date, your obsolete plant may cause you to drive your 
late-model car to the poorhouse. 


Hats off to the National Institute 
of Drycleaning for its two fine 
contests to boost goodwill and 
public acceptance of drycleaning 
Launched simultaneously, as an- 


will recognize cooperative efforts 
of cleaners who work together in 
community projects 


Winners will be announced at 
nounced in our October issue, the next national convention in 
Atlantic City, March 5-8. The 
contests serve two useful pur- 
poses, They will inspire plants to 
work on the all-important custom- 
er relations part of the business. 
The winning entries will be shin- 
ing examples to other plantown- 
ers to go and do likewise. In the 
end, everybody wins! The NID is 
to be commended for these far- 
sighted programs. 


they will give recognition to indi- 
vidual plantowners as well as dry- 
cleaning group organizations. 
The “Prestige Builders Con- 
test” will honor the plantowners, 
cooperative groups and associa- 
tions that report the most effec- 
tive use of the NID Motivational 
Research program with custom- 
ers. The “Spirit of Service” 
awards program, in its third year, 
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TECHNICAL TIPS 
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by Dr. San 
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TRIK 


An entirely new idea in stain removal. 
This ingenious formulation makes it un- 
usually effective on tannin and thor- 
oughly safe to colors even when flushed 
with steam. 


TRIK 


Simple to use. TRIK is applied directly 
to the stain. More powerful than gen- 
eral formula, yet is as mild as dilute 
acetic. 


TRIK 


Solubilizes TANNIN stains — coffee, 
tea, grass, beer, liquor the “tough 
ones” that originate from vegetable 
matter. 


TRIK 


Removes most dyes, inks and lipstick 
residues. The acid character of TRIK 
makes it especially active on this type 
of stain. 


TRIK 


More effective than acetic or formic 
acid in neutralization. Its built-in lub- 
ricant allows faster action, quicker rins- 
ing and easier feathering. 


_ THE 
_ MODERN 
TANNIN STAIN REMOVER 


SAFE 
SIMPLE 





DIRECT 


METHOD OF USE: 


TRIK is applied direct- 


ly to the stain. No prewetting 
necessary or desired. 


BRUSH or TAMP. 


Flush and feather with steam 
gun or water. 








THE STAMFORD 
CHEMICAL COMPANY 
STAMFORD, CONNECTICUT 
manufacturers of 
VIVITEX 100 PLUS + VIVIDOL 
FLIK + HYDROSORB CAKES 
STAMCLEAN SPRAY SPOTTER 





1. SHIRT FINISHING 


Are you tapping your full market potential 


7. RUG CLEANING 
- SHIRT RENTAL 


10. FORMAL RENTAL 


4 
= + 2 
LA 


9. MERCHANDISE 
SELLING 








HOUSEHOLDS 


FUR STORAGI 


YoNy ry Cod 


CLEANERS 


cs = 
Pee Veg 
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Exctusive! 

ANOTHER 
“FIRST" 

in National 


PART VI * By ART SCHUELKE 


for services other than drycleaning? 


» 
, 
. 
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8. PILLOW 


RENOVATION 


December, 1958 


IF YOU HAVE t 
irticles in this 


imty to get your house 
, 


nave covered your powel 


requirements, layout, quality, packag 
ind. sellir v All these ] 
to be right if your plant is to survive 
market 

will be abl 
ices that ypen 
That 


otteru 


ing things have 


in today s competitive 
In this 


to review 


apter you 


extra 


sery 


new iven oft revenue for vou 


is, if you ire ot ilready 


them to vour customers 


Perhaps definition of “sidelines 
is in ordet lt the strictest sense regu 


lar drvcleaning entails the normal dry 


cleaning, spotting and finishing of the 


daily apparel of your customers. In 


the majority of cases it includes, with 
out 
ments that 

There ire many 
] 


CLONM 


extra charge 
need it 


wetcleaning gal 


othe I 


to these bread 


things that 


can be ind-butter 


items which fall into the realm of side- 


line services, such as de luxe or 


cus 
tom cleaning. Sizing, mothproofing 
wate and 


repellency flameproofing 


ire just a few services that offer extra 
revenue 

In addit 
hold 
can be considered specialty Services 
Leather work paid repairs 
ire also sidelines, although they still 
involve 


on, for many plants hous¢ 


items, hats, rugs and even ties 


redveing, 


fabrics 

Another shading ot a side line s de hi 
nition includes fur and box storage. At 
the opposite end of the pole are 


di vc le anabk 


such 
things as shirt laundering, shoe repaii 
Still other 
rentals of shirts and 
formal wear or the operation of a coin 
operated laundry 


ing and pillow renovation 


variations involve 


In smaller commu- 


nities sidelines can involve the sal 


of new suits and other apparel 


some plants offer a great many otf 





these sideline services, others few or 
none. It is not our intention to tell you 
that you should have all of them 
There are specific instances where it 
would be foolhardy to make the in- 
vestment in equipment or space. But, 
is with the previous artic les that have 
other facet of your 
want to point up the 
profit opportunities that exist. We 
want to do more than just increas¢ 


explored every 
business, we 


your volume; we want to help you 
make more money 

Unless a sideline directly contrib- 
utes to profits, or does something to 
stimulate greater gains in some other 
service, there is little point in engaging 
in that operation. For example, the av- 
erage cleaner would make a mistake 
to trv to do his own leather cleaning 
and refinishing, or to install an elab- 
orate dye department. He will be fat 
ahead _of the game if he sends these 
to the experts in the field who special 
ize in these services 


In the previous chapters we hav 


supplied check sheets for you to ap- 
praise your own plant’s performance. 
The same procedure follows in this ar- 
ticle, with one exception. Previously, 
if your answer was “no” it indicated 
a spot which needed your attention for 
correction. Here, the answer could be 
“ves” or “no” and be all right. 

In other words, you obviously do 
not have to do all the sidelines to be 
ranked as a success. Space limitations, 
lack of potential, inadequate supervi- 
sion, unskilled help all have a bearing 
on whether a specific sideline is for 
you. After you check your own plant 
against the questionnaire, the text that 
follows will weigh the pros and cons 
of the service, what each requires. 

Here is an important point. If you 
ilready have a sideline, or if you go 
be sure to sell it to your cus- 
tomers. Some cleaners are reluctant to 
merchandise the sideline because they 
feel it detracts from their main busi- 
ness. But a percentage of sales should 
be devoted to advertising to help the 


into one, 





volume? 


Do you renovate pillows? 


Have you a storage vault? 


tomers? 


ls sizing featured? 


offered? 


Do you offer tuxedo rental? 


Do you sell merchandise? 





Check List for Sidelines 


Do you operate your own shirt laundry? 


Are household items an important part of your 


Have you considered a coin-operated laundry? 
Do you offer leather and suede refinishing? 
Have you a hat department? 

Do you sell redyeing service? 


Are you offering shoe repairing? 


Do you make box storage available to your cus- 


Do you have a de luxe service? 


Are mothproofing, water repellency, flameproofing 


Do you do on- or off-premises rug cleaning? 
Have you considered shirt rental? 
Do you offer paid repair service? 


ls reweaving service available to your customers? 








11. FRONT-WINDOW shirt units drow 
attention 


sideline stand on its own feet. And it 
cannot be treated as a_ stepchild 
Someone must be directly responsible 
for the production and management 
of the service 

Layout and production are just as 
important for sidelines as they are for 
wool or silk finishing. Lost motion and 
extra steps count just as much. 

So much for the general discussion 
on sidelines. Now take the quiz to 
find other profit opportunities. If you 
find some items that are helpful, put 
them to work as soon 


Do It Now 


as_ possible 


Do you operate your own 
shirt laundry? 


Shirt laundry facilities go hand in 
hand with drycleaning. At least, so 
the trends indicate. The National In- 
stitute of Dry cleaning reported recent- 
ly that among its member plants there 
has been a 400 percent increase in 
shirt operations over just a few years 
ago 

If you are not yet in shirt launder- 
ing there are several points for you to 
consider. First of all, the rule-of- 
thumb measure indicates that you can 
expect one shirt for each dollar of 
drycleaning revenue. If you are doing 
$1,000 a week now, you can reason- 
ably expect 1,000 shirts. 

A complete shirt unit, including 
washer and all accessory 
equipment, will run the investment to 
well over $10,000. Be sure to review 
your potential before plunging into 
shirts. 

A recent convention in Klamath 
Falls, Oregon, included a round-table 
discussion on the subject of shirts. The 
consensus among those participating 
was that if a plant is doing only 200 
or 300 shirts a week, it is far better 
off to farm the work out to someone 
else. It was generally agreed that at 
least 500 shirts were required to break 
even. And 1,000 to 1,200 began to 
show the plantowner any appreciable 
profit. 

There are other things to think 


presses, 
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“This door-opener 


is a real 
business-builder!” 





“To get new business a fellow needs 
a sure-fire conversation opener. This 
twin-swatch demonstration folder 
does the trick for us Sanitone route- 
salesmen, and it also proves that 
quality dry cleaning pays. 


“The folder contains two swatches of 
material cut from the same fabric as 
the two Sacony suits featured in 
Sanitone’s national advertising for 
October. We just ask our prospects 
if they can tell which swatch is 
brand new and which has been 
Sanitone Dry Cleaned 25 times. 


“They can’t tell the difference. That 
gives us a perfect opening to tell 
them about our superior new cleaning 
process,* Sanitone, featuring Soft- 
Set® Finish, which restores the look 
and feel of newness to fabrics, clean- 
ing after cleaning. We usually leave 
with an order!” 

SANITONE CAN HELP YOU 

The swatch-test folder, available also 
as a counter card, is only a part of an 
advertising kit which includes all the 
selling tools needed to make Fall sales 
boom. It’s just one example of Sani- 
tone’s many business-building helps. 


Sanitone Licensees also benefit from 
the new Sanitone 30-90 process. It 

cuneee gives them consistent dry cleaning 
quality . . . plus the best answer to 
the problem, ‘‘How to sell more effec- 
tively.”’ If you would like to become 
a Sanitone Licensee, write today for 
full information ! 


*Patents Pending 


Sanitone Dry Cleaning Service 


a Diviston OF EMERY (INODOUSTRIES Ine CAREW TOWER CINCINNATI 2. OHIO 
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pride. Seldom are 





What Makes a Quality Shirt? 


Opinions vary bu 


res to which dry 


any one shirt 








require 
should be checked 


idequate Wa 


igh shirts 

formula 

to buy ade 

equipment right off the bat. I 
where 
better than 
2.000 a week and installed one-girl 
its. Within a ve ir. thev had to trade 


equipment tor more 


tw if instances 


int vners were running 


ice qu ite 


ords of precaution are not 


} 1 
ad to steer vou away trom shirts 
ire meant t 


the problem with 


help you approach 
your eyes wide open 
many good reasons for 
lo their own shirts. The 
item hat is worn the veal 

nd. Shirt business is more stable 
an drveleaning for this reason, In 
iddition. shirt laundering attracts new 
customers to a plant On top of that 
very profitable. Profits 


25 percent are not uncom 


Here are some factors that may help 
decide whether shirt laundering is 
ou The chances oft success ire 
iter 
In cities rather than rural areas 

collar 


white workers 


rather than laboring ‘ lass 


Among 


Among the middle and upper 
income groups 
Among native-born rather than 
foreign-born families 

lust because you add shirt laun 


vour business does not mean 


dry operator, Drvclean 

ift, with more attention paid 
} } 1 

ndividual item. Laundering 


+} 


m the other hand, is more of a mass 


production setup. The shirt depart 
ment should be run the same way as 
our drv department 
The qual f the shirt vou pr 
luce will reflect on your drycleaning 
qualitvy—for vod or bad. It is even 
more important for a cleaner to pro- 
duce a top-quality shirt than it is for 
That includes pack- 


iging, as well as finishing and a spark- 


the laundryman 


ling ¢ lean shirt, free of tobacco stains 


ind other sp ts 

Quality” « be a very elusive 
term. To help you set the proper 
standards in your plant the accom 
panying chart points up what real 


quality shirt service requires 


4 


Are household items an important 
part of your volume? 


If they aren't, they should be. The 
average in most plants is about 5 per 
cent, but the smarter operators will 
run as high as 30 percent. Household 
work has tor yvears been considered «lt 
sideline, but in reality it should be an 
integral part of your business. 

Stop to consider this. On the aver 
age, finishing costs for garments run 
ibout 10 to 13 percent. On hous 
holds, the figure drops to an average 


of 6 to 7.5 percent. Furthermore 
there are fewer problems of spotting 

With the tremendous growth in 
numbers of families and homes there 
is more of this business available than 
evel be tore The de ve lopment ot new 
equipment gives you further reason t 
expand your advertising for this luecra 
tive service 

For example, drapery finishers to 
day make it pe ssible to do a pertect 
job, including the very popular drap 
ery fold. There are both horizontal 
ind vertical units, within the price 
range and needs of every cleaner 
Units can be bought from less than 
$200 up to $5,000 

Here is a dramatic example of what 
these devices can do for you, City 
Elite Cleaners and Laundry of Denver 
had conventional equipment and was 
running a very low percentage of 
T hen 
it installed one of the more expensiv: 
units and merchandised the drapery 
fold 

Within weeks the plant was Ss 


Hlooded with drapes it was necessary) 


households. especially drapes 


to accept work by appointment only! 
The unit is in operation constantly 
and the plant just can’t catch up. A 
tribute to what proper equipment and 


Continued on page 37 


> PACKAGING helps sell household services 
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The Detrex two-bath Monarch Model 
527S produces the finest quality clean- 
ng available in the 140 pounds per hour 
capacity range. Also shown is the Model 
326 standard Synth-O-Saver which saves 
many doliars through maximum solvent 
recovery Detrex Synth-O-Savers re 


cover over 95 t the olvent 


oan. 
Detrex air-operated 
mushroom press Built 
especially or on 
2peration r con 
‘ ~ verted fror ar 
operation 


=) y 


A steady, high-volume production shirt 
unit consisting of a bosom-body press, 
a collar-cuff-yoke press and an upright 
expanding sleever 


MORE PROFIT 
EVERY WEEK 


“TELEX 


Increase Your Volume... 


MAKE MORE MONEY 
with DETREX equipment 


This is a strong statement, but one that is based on facts. Detrex operators 
consistently report increased volume and higher profits after switching to 
Detrex 


How about costs? Detrex operating costs are sensationally low. Wet clean- 
ing, spotting and re-runs are practically eliminated. W ith Detrex, quality 
control is automatic. In f: ict, Detrex equipment does so much better clean- 
ing than old fashioned systems that your customers can actually see and 
feel the difference. Better qui lity work will bring you more business 
and, thus, more profit, too! Detrex machines also require less maintenance 
because they are ruggedly built for continuous operation. The Detrex 
reputation of durability and reli ability is one of the reasons Detrex machines 
are seldom seen on the used market 


Best of all, you can have these extra profits now because your new Detrex 
can be financed through the Detrex distributor . . . or, if you like, you can 
even lease Detrex equipment. Let the machine pay for itself while vou put 
the extra profits in the bank. 


More On How To Make Bigger Profits. 








= . 


QUALITY CONSTRUCTION PAYS OFF IN MORE 
PROFIT FOR YOU 


Conveyorized call-office operation provides your counter-girl with uninter 


rupted customer contact . . . plus fast service and you save space, too! You also 

; get extra sales-appeal due to the efficient overall processing you offer with 
HERE S AN AUTOMATIC conveyorized counter service. Not all conveyors are alike, however, and not 
every make will produce all the profit you want. Many conveyors waste profit 

PROFIT MACHINE with continual maintenance often are down for repairs at rush periods 


when you need them most. Detrex builds the Detrex-B&G conveyor to high 
Automatic Synth-O ; L : 


quality standards. In both design and construction, every care is taken to see 
will recover more solvent - c ‘ 


' ; that the Detrex-B&G conveyor will stand up under continuous use. Only the 
ost than any other recovery unit , ¢ . 

F ; best of materials are used. Every part is carefully inspected before assembly 
ut in the clothes and turn on : 7 ¥ 


The Automatic Synth-O 


‘ 


rOr yOu many Ways 


and the complete unit is fully tested before it is shipped to you. Buy a conveyor 


that gives you all the benefits of a conveyorized call-office 
iKesS Money _ 7 ’ 


First, it is completely automatic and you 
do not spend valuable time operating 
it. Second, the Automatic Synth-O- 
Saver cycles in exactly the right way to 
recover maximum solvent. Third, exact 

ning of the cycle means that you don’t 
overrun and add to operating costs, 
wasted steam, electricity and water. The 
Automatic Synth-O-Saver will remove 
the largest amount of solvent with the 

nallest amount of heat and power and 
the saving in utility bills is added to your 
profit. And here’s another plus auto 
matic steam injection eliminates static 


electricity in the clothes 


TABLE TOPS ARE ma val : 
MONEY MAKERS, T00 > "egal: _ 


Every Detrex press has a Formica table top as standard tables last longer, too, and you keep the money you 

equipment at no extra cost. Your pressers work faster, might have spent on new table tops. Anyway you look 

get out more work for the same cost. Formica is smooth at it, Detrex Formica table tops, at no extra cost, mean 

and damage-resistant. Snags and tears are eliminated more money in your pocket when you buy a Detrex 
stopping another possible profit leak. Formica press. 





PROFIT FROM FIRST 
DETREX MACHINE 
BUYS SECOND ONE 


Fred Fulcher, owner of Sylvan Cleaners. 
Pontiac, Michigan, purchased his first 
Detrex 25. in 1946 
character of 


old F-25 has 





thout a major 
in average of 
ng per week. This 

and ruggedness 

week after week 

yw Sylvan cleaners 

has just purchased this new Model 527R 


Swirl-Spray Monarch 1 


c 


FACTS AND PROVED RESULTS BACK UP EVERY DETREX PROFIT STORY 


cleaner the story is the same The result? They turn t , This known record 


profits, greater volume, lower operating c« of big profits a pendability is why Detrex out 


. 1 ell 1] her 
with Detrex equipment. Many cleaners have tried selis ali othe 


ompetitive equipment and have found that these ma Don't take our word for it, a iny Detrex owner about 


. : his profit history hev Il all tell yu make more 
to Detrex for quality cleanin: nis | ront ni I I ney a [ you l nake more 
; , ; money with Detrex 

nd dependable operation. Most ‘ 


Uy} il 


that other machines cannot {ct now simply send in the coupon below and see 


how easy it 1s to get on the Detrex profit band wagon 


e CLIP OUT AND MAIL FOR MORE INFORMATION e 


WE CAN SHOW YOU DETREX CHEMICAL INDUSTRIES, INC. 
DEPT. L-80 
Box 501, Detroit 32, Michigan 
HOW T0 INCREASE Please send me the following literature 


Drycleaning Catalog Press Literature 


YOUR PROFITS | Shirt-finishing Literature Conveyor Literature 
. 


Literature on NEW Swirl-Spray Monarch Mode! 527R 
Send me information on the lease plan 


For complete information on how 


and why Detrex equipment will in- NAME 


crease your profits, just fill in and COMPANY 


mail the postage-paid reply card. In 


818) ss 
dicate your specific product interest ADDRE 


No obligation, of course 





Swan stores is certainly the 
wnufacturer. Mr. Andre Gelpi, 

lis first Detrex machine at Third and 
‘olumbus bus station, this plant does 
vice. In order to consistently meet 
equipment that is 

nore in portant the 


ng and dependable 


urs of oper- 

ning. Proof Figure ] 

that is still 

service and 

ond plant at 
After 


tinues in regular 


nanew 
n ininterrupted ; A 
5 , 
mM ichine oper itors takes great pride in Figure < 
ng equipment. A part of every 
% equipment because 


mstantiy for max! 


ager and lifelong drycleaning expert, 
ind placed on the drycleaning units, 
breakdown. He cited one Detrex unit 
ging the amazing total 

reliable operation 


i part in the remark 
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13. COIN-OPERATED plants are fastest growing sideline today 


DO IT NOW 


Continued from page 32 


a sound advertising poli vy can do for 
any cle ane! 

Household cleaning includes many 
other items besides draperies, natur- 
ally. An extra bor 


ind counter girls can do wonders to 


us to route salesmen 


increase cleaning ot slipcovers, bed- 


spreads and decorative pillows. Blank- 
ets are a very } fitable item, too. The 
small plant can get along with present 
equipment to handle these items 

As volume grows (and it surely will 
if you advertise and turn out quality 


work, well packag d). some addition 


t 
al equipment will be needed. In addi 
tion to the drapery finisher, an 18-inch 
mushroom press, 


of fabric-head puff irons, 


a steam table, a set 
a drapery 
press, a steam iron, a carding machine 
for blankets and a sleever will round 
out the department 


sleever can be 


The steam-all 
equipped with a special bag to con- 
form to the shape of cushion covers 
and pillows. The sewing department 
should be equipped with binding for 
blankets and should be prepared to 
replace zippers on slipcovers and pil- 
lows. Most decorative pillows today 
have a sponge rubber cushion that is 
easily removed by opening the zipper 
tastener 

If your plant has modern dryclean- 
ing equipment, there is no reason why 
the bulk of households cannot be proc- 
essed in the normal way. Charged-sys 


tem cleaning and adequate filtration 
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cut wetcleaning to a minimum. Most 
plants dryclean all blankets 

I know one Western drycleaner who 
promotes drycleaning of blankets very 
effectively He points out that good 
blankets cost about $4 or $5 a pound 
He states that washing brings about a 
weight loss that can amount to up to 
1 pound in a double blanket. That 
doesn't happen in drycleaning, he tells 
so that he is in effect 
saving her several dollars, as well as 
adding to the life and usefulness of 
the blanket 


Because 


the housewife 


he useholds are SO easil\ 
cleaned and spc tted, they lend them 
selves to pre-asse¢ mbly which is a time 
Elizabeth 


a large volume of 


save! Morey-LaRue of 
New Jersev. runs 
this work. Each order is put together 
before finishing. They utilize a large 
hook which hangs from the slickrail 
The hook is made of heavy-gauge 
metal about %s inch thick and about 
14% inches wide. It is approximately 
2 feet long. bent into the shape of an 
open hook. The lower part of the 
hook, upon which the household items 
rest, is covered with a protective pad 
ding. The hook will hold at least half 
a dozen or more drapes slips vers, 
etc 

As the work is finished, each order 
is kept intact. This speeds up the 
workflow through the packaging de 
partment 

On the matter of packaging, the 
first article in the “Do It Now” series 
stressed the importance of attractive 
wrapping. That definitely applies to 
households. The aforementioned drap- 


ery fold is in itself a type of packaging 
4 shirt band around the 
drape S 18 


finished 
a good touch. Cellophane 
or boxes work well on blankets, bed 
spreads and similar items. They help 
resell the service you have promoted 


Have you considered a 
coin-operated laundry? 


One of the fastest growing sidelines 
today is the coin-operated laundry. In 
early 1957 it was reported that there 
were about 300 around the country 
Today there are somewhere between 
12.000 and 15,000 

Actually, coin-operated laundry ma- 
chines are not new. Many apartment 
houses have had them available to 
their tenants for vears. In the past 
few years, however, their popularity 
has been rekindled by some interest 
ing merchandising ideas. Retail outlets 
equipped with coin-metered washers 
and driers now stress 24-hour conveni- 
ence and unattended service to the 
public at large 
taken the 


\ press ¢ lipping 


The idea has literally 
country by storm 
service reporte d 59 coin op openings 
during the months of May and June 
this vear. And there were doubtless 
many more that escaped notice 

A good number of coin-ops are be 
ing installed by people in the industry 
But coin-operated laundries appeal to 
people from all walks of life. Those 
mentioned in the newspapers included 
a former men’s clothing buver. a mill 


hand, a garageman, a hospital worker 


37 





ind even a mortician 


others 


among many 
In some states, notably California 
Florida and Ohio, coin opel ited stores 
ire available on a franchise basis. One 
company has 20 such stores in the 
state of Ohio. An average investment 
is $23,500. The owner’s only task is 
to empty the coin meters—the fran 
hising company does the rest 

The number of machines per outlet 
ries, but the 


toward a minimum amount of equip 


trend seems to be 


nent. That is, in the newspaper re- 
port there were considerably more 
openings with less than 20 units than 
there were with over 20 machines 
Most coin-ops standardize on one size 
washer. although a few will have a 
mixture of 8- and 16-pound machines 

The outstanding features of the in 
included the 


stores are unattended, 


mentioned 
fact that the 
coin-metered, and offer 24-hour serv 


stallations 


ice. Starching facilities were also men 
tioned. as well as water-softening 
equipment 

Other unusual features were men- 
Among 


music 


tioned to attract patronage 


these ideas were piped-in 
fenced-in play areas, cribs, toys and 
2 sandbox for the kiddies 


facilities were mentioned, too. One 


Drive-in 


plant in Muleshoe, Texas, is arranged 
so customers can drive right into the 
building during bad weather 

All kinds of opening promotions 
have been used The most common 1s 
to offer free washes. This can be for 
1 set number of “first” customers, up 
to the first 50 patrons on opening 
day. Others will offer free washes 
during certain hours the first week 
rTso 

Next to free washes, gifts, refresh 
ments and door prizes proved to be 
popular attention-getters. Such give 
aways as 100 boxes of soap, balloons, 
coffee 
came in for their share as attractions 

One coin-op in M¢ Alester, Okla- 


homa, gave orchids and a television 


candy, gum and ice cream 


uway as a door prize and drew 600 
visitors to the new coin-op. Some op- 
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15. 


play helps sell leathers 


BEFORE AND AFTER" garment dis 


erators have dropped leaflets from air- 
planes. And so it goes 

In any event, it appears that coin- 
ops are here to stay. Many cleaners 
are getting on the bandwagon, with 
apparent success. It is worth your 
while to check the possibilities in your 


iréa 


Do you offer suede and 
leather refinishing? 


“offer” instead 
of “do you process leather.” The av- 
erage plant is ill equipped to do these 
There should 
be a spray room, spray gun, a suffi- 
cient quantity of air from an air com- 


Please note we say 


garments satisfactorily 


pressor, adequate supplies. Most im 


16, piscussion witH customer 
avoids misunderstandings on leather refin 


ishing results 


portant of all, it takes a skilled operator 
to do the work, someone who has been 
schooled in the craft 

True, there are some leathers that 
have drycleanable finishes. But they 
still represent a minority on the mar- 
ket. We do not intend to discourage 
plantowners from accepting leathers 
But until they have the right equip- 
ment and the trained personnel, it is 
far better to send such work to whole- 
sale plants that specialize in the serv 
ice. 

For those who are considering a 
leather finishing department, we will 
have an article in an early issue on 
the steps involved in finishing. While 
it will explain every part of the oper 
ation, it will only supplement actual 
schooling. One cannot become a quali- 
fied finisher by a correspondence 
course any more than a medical stu- 
dent could become a brain surgeon 
simply by reading about the subject. 

There is so much money to be made 
in leathers that every plant should 
merchandise the service. That, wheth- 
er the work is properly done on the 
premises or farmed out to an expert 


Have you a hat department? 


If ever a sideline has experienced 
peaks and valleys, it is hat renovating. 
So far as most drycleaners are con- 
cerned, it had almost become a lost 
art for our industry. This is for two 
reasons. First, for many years it was 
“fashionable” to go hatless, so far as 
men were concerned. The hat-renovat- 
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Quick Trick: “SCOTCH” Cellophane Tape holds 
tickets and protects the polyethylene hag! 


Driver’s copy pops out—no damage fo bag! Customer's copy lifts off—no damage to bag! 


SEE HOW EASY ! Here’s the quick, simple way to attach work 
tickets—and remove them—without damaging polyethylene bags. 
Just slip the bottom ticket a quarter-inch higher than the top ticket 
and attach both at once with a short strip of transparent “SCOTCH” 
Cellophane Tape. Both tickets stay put, even when the bag is 
jostled in the truck or removed from a crowded rack. On delivery, 
your clerk or driver simply lifts the top ticket and takes out his 
copy from underneath, while your customer pulls off both the tape 
and her copy. No damage to the bag—it stays reusable to give you 
an extra sales feature. You'll save ticketing time and money, too! 


See your supplier now for ““Scotcn’’ Cellophane Tape and the tape- 
saving Definite-Length Dispenser M-92 that delivers pre-measured 
lengths at a touch of the lever! 


SCOTCH BRAND 


Tapes for the CLEANING INDUSTRY 


a 
Minnesora Minine AND hanuracrurine COMPANY Ya 


-++ WHERE RESEARCH IS THE KEY TO TOMORROW WW 
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1 ye HAT DEPARTMENT layouts for small unit (top) and for complete setup 


ing market suffered along with the hat 
manutacturers 

The second adverse situation was 
the fact that so many of the rapidly 
disappearing “shoeshine” parlors were 
it one time doing hats at an extremely 
low cost—and low quality. Renovat- 
ing took on a bad name even among 
the few men, comparatively, who 
were wearing hats 

Today, hats are once more in favor 
and the nee d for hat renoy ation isona 
decided upswing. The shortage of 
good service is due to the fact that so 
many cleaners have droppe¢ d the serv- 
ice through the years. That, coupled 
with the fact that the bootblack shops 
Many fore 
sighted plants are once more entering 
the field. Happily, the cost of equip- 
ment to do the finishing is actually 
less today than a few years ago. It’s 


are rapidly disappearing 


a lot easier to get into this profitable 
sideline now 

Improvements in equipment make 
it possible for the cleaner to renovate 
a hat so that it looks like new, with- 
out the necessity of employing a really 
experienced hatter. The newest ma- 
chines are relatively easy to operate 
und almost anyone can be trained to 
run them and do a perfect job. A 
presser or the spotter can handle this 
work between jobs, so there is no in 
crease in payroll—only in profits 

There are two general types of hat 
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cleaning and blocking. One job might 
be termed the “standard” and the 
identified as the “factory 
method.” The latter is a custom job 
All trimmings are 


other is 


before 
cleaning. They are resewed or re- 
placed after finishing. An ironer ma- 
chine is used to iron the crowns and 


removed 


the hat is pounced and ragged by ma- 
chine or by hand. Finishing powders 
are added so that the hat has the 
same type finish it had when new 

In the standard service. the hat is 
mere ly ( leaned and blocked The bas- 
ic minimum equipment for this type 
of service can be purchased for about 
$500. A complete shop for the factory 
method can be acquired for as little 
as $1,200 to $1,500. For a complete 
machine-finished operation the equip- 
ment will run to about $2,500. But 
this is still well below the over $3,000 
a similar setup would have cost just 
a tew years ago 

Most of the hat renovators and 
cleaners who are operating hat de- 
partments use the factory method to- 
day. It gains greater customer accept- 
ance. Even though the customer pays 
a higher fee, he feels the extra satis- 
faction is worth what he paid. The job 
can be done either by machine or by 
hand, depending upon how much the 
plantowner wants to spend, as indi- 
cated above 

To get back to the standard method 


of cleaning, it will take approximately 
24 feet of floor space to handle the 
hat department. The basic equipment 
needed is a steam pot, luhring lathe, 
luhring stove and sand-bag. A set of 
blocks is needed, too. (The most pop- 
ular today are those with the slightly 
tapered crown.) Other basic equip- 
ment includes flanges for the brims 
and assorted hand tools. 

If a plant is considering the factory 
method of renovating, it will take 
about 60 square feet of floor space 
Besides the basic equipment, the plant 
should have a crown ironing machine, 
pouncing machines (for brim and 
crown) and additional sets of blocks 
and flanges. The sewing and replace- 
ment parts must also be included. 
The prices shown above take these 
into consideration. 

We have not mentioned the table 
that is generally sold in conjunction 
with this equipment. It can be pur- 
chased or built, as the owner sees fit 
If purchased, the cost runs around 
$175 to $200 

There are basic instructions con- 
cerning the finishing of hats. Informa- 
tion on this subject will be sent upon 
written request to the editor. So far 
as cleaning is concerned, a short run 
in synthetic or petroleum should get 
the average hat clean. It is advisable 
to use only a short extraction, up to 
speed, and air-dry the hat. 

If you have the room to spare and 
the few dollars required to do this 
work, here is a sideline that is defi 
nitely on the upswing 


Do you sell redyeing service? 


Here is an easy one to consider. It 
is one sideline that can be entered 
with no investment other than promo- 
tion. Dyeing or recoloring (a much 
better way of putting it) is best done 
by professional people who have the 
equipment and training 

To install dyeing equipment and 
acquire the highly skilled personnel to 
do the work simply isn’t worth the in 
vestment today. Especially when the 
industry has so many competent 
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18. COLOR CHART assists customers to 
moke suitable selections when they bring in 


garments for recoloring 
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the many features and 
advantages offered by 


DRY CLEANING 


TUMBLERS 


Y SAFETY FEATURES! Standard 
equipment includes explosion hatch... 
double-fused steam extinguisher valve... 
explosion-proof motor... padded 


ribs... static electricity steam spray... 
grounding connection. 


OPEN-END DESIGN assures fast, 


efficient loading and unloading. 


STEAM COILS of latest fin and 


tube construction. 


NEW, EASILY OPERATED DAMPER 


for regulating air temperature. 


OVERSIZED PARTS designed for added 


strength and long wear. 
yy LOW IN COST and economical to operate. 


SIMPLE, EASY-TO-SERVICE. All parts 


easily accessible. 


"A CHOICE OF ANY COLOR ot no extra cost. 


"4 CHOICE OF FOUR SIZES: 36” x 18”, 
36x 24", 36x30", 42x 42”. 


Ask your jobber for complete details, or 
write directly to 


HUEBSCH ORIGINATORS 


3775 N. Holton Street « Milwaukee 1, Wisconsin 
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19. ON-PREMISES SHOE repoiring pays off for this plant 


Sale firms av uilable The \ do the 
rk at reasonable price with suffi 
ent margin for a good mark-up and 
fit to the plantowner 

Aside from the 


ther responsibility of the 


idvertising. the onl 
plantowne | 


t make rtall sales force w 


ents are iccel] 
ind which will 


results 


' . 
cesirTred 


i’ 1 thi sideline 

’ 
in he entered at m 
source 


we and add to custome! 


Mam patrons still assoc 


ft extra revel 
ceptance 
te the availability of dyeing with 

skilled craftsmer 


plant ywwner doesnt 


firm that emplovs 
Even though the 
do the actual dveing it does add t 
his prestige if he offers the service 
aren't handling dve business 


do if nou 


Are you offering shoe repairing? 


Of all the sidelines of the industry 
this one is perhaps the most special 
zed. It seems to have fallen into the 
two extremes of operation; the largest 
chain stores and the very small plants 
In the middle range plantowners have 
shied away for several reasons 

First they have felt that the 
umount of floor space required did not 
merit the Also. the noise 


ind clutter that are part of this serv 


investment 


ice have detracted from an otherwise 
ittractive store, it is felt. Some opera 


tors have tried shoe repairing as a 
means of activating branch outlets 
But it takes considerable planning to 
keep the 


without exposing the 


department itself in view 
disorde rly end 
of the business 

In the average operation, the shoe 
department will take up about 20 feet 


bv 6 teet Also. some 20 square feet 


should be included for bench space 
An aisle space, plus room for storage 
means that the entire department will 
need some 15 by 25 feet. One produc 
tion worker can handle most setups 
This sideline is frequently operated 
on a concession basis. Often the con- 
cessionnaire will provide his own 


Under 


cleaner will re- 


equipment supplic s and labor 
these conditions, the 
ceive 30 percent of the gross income 
to cover the cost of rent power, light. 
heat, et 


a cleaner will take care of supplies to 


There are some cases where 
make sure top materials are used 
When that happens, he takes a some- 
what higher percentage of the gross 
Shoe repairing equipment has be- 
come pretty standardized. A basic unit 
includes the following equipment: 
Stitcher (outsole stitcher ) 
Small press 
Auto-soler 
Foot-treadl 


ing machine 


for cementing soles 
repair machine (sew 


Finishing machine 

The finishing machine has several 
parts, including scouring wheels, buf- 
wheels and 
brushes. It also has a built-in dust 


fing wheels, polishing 
collector 

The above equipment, new, runs 
ibout $3,000 plus a few hundred dol- 
lars for supplies. At one time the 
equipment could be leased, but that 
idea has lost popularity through the 
years. Even now the stitcher and fin- 
isher can be leased for about $15 a 
month after approximately 
$200 installation costs. By the same 


token all the 


bought for a small down payment and 


paying 
equipment can be 
on monthly installments, so there is 
little point in the leasing arrangement 

There is much to be said pro and 
con concerning shoe repairing by the 
It seems like a logical part 
many 


drycleanet 
of apparel maintenance. Yet 
plants have tried it without success 
Then, some cleaners have offered this 
service for years, at a nice profit. 

\ careful market survey of you 


drycleaning customers, consideration 
of space requirements may make this 
service a feasible one for your plant. 
If so, then close management plus ag- 
gressive advertising can make this 
sideline click 


Do you renovate pillows? 


There are several reasons for doing 
pillow renovation. Not the least is to 
take in more revenue. Also important 
is something revealed in the NID Mo 
tivational Research project. Customers 
like excitement, activity. A_pillow- 
renovating machine displayed promi- 
nently in an otherwise inactive branch 
office can give the effect of activity 

There is one case, in Buffalo, New 
York, where volume was doubled in a 
branch that was “activated” by the 
mere addition of the pillow machine 
It isn’t uncommon for a plant to han- 
dle 125 and more pillows a week. At 
$2 apiece, this means a gross return 
of $13,000 a vear. Not bad for an ini- 
tial investment of about $1,600 for 
the machine 

The unit takes only about 20 to 
5 square feet of floor space The 
procedure is to clean the feathers and 
supply a new ticking. At wholesale 
prices, the tickings run about 50 cents 
apiece. The average cleaning cycle is 
from two to four minutes so labor, 
supplies and electricity are a minor 
factor. There is a nice profit margin 
at the $2 price. If the unit is installed 
in a branch the counter girls can run 
it to help offset their salary. 

The cleaning operation is very sim- 
ple and takes only a few minutes. The 
ticking is emptied into one side of the 
machine, where the feathers are 
cleaned by an ultraviolet light and the 
dust, dirt and foreign matter are re- 
leased. After a few minutes of process- 
ing, the new ticking is placed over a 
cuplike opening on the machine. A 
6-inch opening in the new ticking 
fits snugly over the suction-cup ar- 
rangement and the cleaned feathers 
are drawn into the ticking. 

4 double stitching over the 6-inch 


) 


ZO. Pillow RENOVATION activates 
branches; increases sales and profits 
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The Incredible Story of Intimate Protection 


-avatlable for your customer at No Extra Cost 


Think for a moment 


certainly you've noticed that millions 
of dollars are being spent annually to advertise products 
that stop, protect, combat or otherwise do-a-way-with 
the problem of perspira odor. The consumer has been 
conditioned to deodorant conscious. 
NOW 


no 
I 


ha a customer that is pre- 
this new U-SAN-O 
ustomer 


RAN 


intimate pro- 


protecting his 
ors he f anings 
only a fraction of a cent per 


price increase to 


There are other extras too this same 
and “dewproo}S your customer's clothes in the same 


3 in | operation. (Powder or Solution) 


labor or equipment necessary. Order U-SAN-O MMS 
U-SAN-O MMP today thru your distributor 


advantage of this tremendous pre-sold 


easy 


No additiona 


t > 
LA AC 


YN) 


For those of you who have laundry operations in your pl 


pial 

U-MIL-O LMC is now available, so that you may offer 
customer the protection of BUILT: a 

and idewproojing on their fine linens, cottons and other 


washable garments. U-MIL-O LMC is a must for every 


progressive laundry plant 


Seruing the Industry for 25 years 


INSURED 
MOTHPROOF 


srmraeor \ AMERICAN MOTHPROOFING CO. 2.2.93" ie. 


St. Louis 10, Mo. 


Contact American Mothproofing Co. for the name of the distributor in your territory. 
* Pat. Pending 





2 , 7 BOX STORAGE WORKS well in call offices; even better on routes 


opening is all that is needed to com 
plete the task. Very often customers 
will ask that the plant make one pil- 
low out of two soiled ones sent in 
The fee for this is generally around 
$3, the extra dollar to cover the cost 
of cle aning the second batch of 
feathers 

There is one word of caution. Be 
sure to check state and local laws to 
make sure your procedure meets all 
In Maryland, for in- 


special tags must be affixed to 


requirements 
stance 
each pillow stating that it is a reproc- 
essed pillow, not new. In California 
hospital pillows cannot be cleaned by 
this process 

If you cannot locate the proper au- 
thority to question, the chances are 
your local equipment dealer will have 
the answer. Rules concerning steriliza 
tion and renovation should be checked 
before you make an investment 

Like any other sideline. 
vation 


pillow ren 


must be advertised. even 
though the unit may do some of this 
by its position near the front store 
window. One plant has a supply of 
miniature 8-by-10-inch pillows which 
its route sale smen use as door openers 
Little girls love them for their dolls 
and the percentage of orders is run- 
ning way over 50 percent of solicita- 


tions made 


Have you a storage vault? 


There are few things that you can 
do in the way of a sideline that will 
bring you more revenue and status 
than installing a true storage vault. 
We are talking now about more than a 
storage area. We mean a safe storage 
place with controlled humidity, with 
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ZQZ.x_ REFRIGERATED STORAGE gives fur 


garment customers a feeling of security 


fumigation and refrigeration facilities. 

Here is a service that the customer 
apartments, the 
modern homes, have sacrificed closet 
space for the extra couple of feet in 
living quarters 


needs. Present-day 


The following section points out 
the advantages of box storage. But 
nothing helps sell that service better 
than letting the customer in on the 
fact that you have a modern vault, 
complete with the controls just men- 
tioned. You have a place for her to 
store the garments cluttering her clos- 
ets. But more than that, she has the 
reassurance that her garments are 
completely safe; that is, if you have a 
vault 

There is case after case where 
plants have seen their storage busi- 
ness carry them through slack periods. 
Often the revenue of some $15 per 


square foot in the vault has helped a 
plant weather a business storm. In the 
case of woolens, such garments can be 
brought out during the slack summer 
months for finishing. It keeps the crew 
intact and busy so that a well-trained 
work force is available when volume 
on regular work picks up. 

The first consideration is that you 
have space available to handle this lu- 
crative sideline. This does not mean 
that the only reason to get into it is 
that there are extra square feet lying 
fallow somewhere around the plant 
premises. The cleaner who really 
studies the possibilities of this sideline 
will buy or rent extra space to handle 
it. 

If you can obtain property to install 
a vault in, give it serious consideration 
That is, if you are open-minded 
enough to “do it right.” There is an 
old axiom that you have to spend 
money to make money. It never was 
truer than in the case of a vault. Here 
is an investment that can pay off in a 
tew years time 
timely tips can materially 
help reduce the cost of a vault. If 
you are planning the installation of a 
vault, be sure to think about insurance 


Some 


costs. Original construction expenses 
are a one-time thing but insurance is 
one factor that vou will be saddled 
with forevermore 

Low insurance rates are built into 
storage vaults. Here are 12 cardinal 
rules for you to keep in mind when 
you plan a vault. Keep them in mind 
when you talk to your architect or 
builder: 

1. Be sure the wiring meets the re- 
quirements of the National Electrical 
Code 

2. Include a sprinkler system. The 
headers should be at least 12 inches 
above the garments being stored 

3. No refrigerant should be used 
that might harm the furs. 

4. To be fire and burglarproof the 
walls should be 8 inches of reinforced 
concrete, or 12 inches of regular con- 
crete or brick. 

5. Walls, floors and roof should be 
bonded together and be adequately 
waterproofed 

6. Vault doors must meet local re- 
quirements. 

7. Provide for prevention of water 
entry. Raised sills and large drains in 
building floors outside the vault are 
recommended. 

8. Do not have pipes carrying 
steam, solvent or water pass through 
the vault. 

9. Refrigeration coils should be so 
located that they do not drip conden- 
sation upon the vault storage contents. 

10. The floor and ceiling should be 
equal in construction to the strength 
of the walls. In superimposed vaults a 
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letails 
of the stor ige business. write for out 
booklet Storage tor the Drvcle iner 
availabk it 50 cents per copy Or 
write the editor for names of manufac 
turers who can supply the answers t 


your individual problems 


Do you make box storage 
available to your customers? 


When the check list was first formu 
we asked the question “Is box 
lable to your customers? 
mn, it seemed more pel 

f you make this conveni 
In this volatile indus 
ves and new ideas are 
There are few that 


custome! 


acceptance 
enjoys And not many 
1s much profit for the 


r this service, some 


our area most certainl, 
1 


isn't already happened 

ts that have used this profi 

ne for the past few years 

e expanding with each 

ur. More and more house 

learning how convenient it 

their closets of heavy win 
garments 

gesting that woolen 


ire rot su 


ge is new. Many plants have pro 


rag 
noted this for years. Early exploiters 
i this market used to use oversize 
bags for the 


stuff iS full is pt ssible 


housewives t 
But the card 
board boxes in vogue now have rung 


laundry 


the bell with the home manager. Per 
haps they have the connotation of the 
safetv of the cedar chest. Whatever the 
reason cleaners who have been in box 
storage for three or more years see 
their volumes increase by 100 or 200 


percent each year over the year be 


box varies. But most 


plants will gain at least $22 per order, 
plus the charge for the box, which runs 
in the neighborhood of $4. The clean 
er pays about $1 per box which will 
last several seasons. There is a delight- 
ful “contest” between the housewife 
No matter how in 
geniously she packs the box, the more 


and the plantowne! 
she gets in, the more drycleaning 
charges she pays 

There are some shortsighted clean 
ers who do not make a charge for the 
storage box They are missing the boat 
since they have had to buy the con 
tainers, as well as reserve valuabl 
floor space for the storage of the gai 
ments. And. as we have said before 
people are too smart today to think 
they are getting something for noth 
ing You bailes insurance 1s an impo! 
tant consideration to you. It is only 
right that the customer pays for this 
as part of the deposit on the box. On 
top of that, the 
greater feeling of security if she knows 


customer gains a 
she is paying to have you take care 
of her garments 

One of the many advantages of box 
is that it helps you get int 
Wools are profitable, but 


they don't compare to the money you 


storade 


tur storade 


can make on furs, real or man-made 

For the smaller plant, it may seem 
like a good idea to store the boxes in 
the boiler room or some odd-ball space 
where regular supplies are kept. How 
ever, this is a tremendous risk 

The thinking plantowner will at 
least clean the incoming garments as 
they are received, then store them in 


a fumigating vault. Refrigeration is 


23. TISSUE in sleeves and dress bodices adds a nice touch on custom garments 
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Walking ad for you... 
because it’s paper 


YOUR MESSAGE will print better, sharper on paper dry cleaning bags 
than on transparent types. Printed in clear bright colors, 

International Paper garment bags sell your services. 

Paper ‘‘breathes’’ too—protects against mildew, odors. 

Guards against fading, wrinkling. Call your International distributor. 


your most dependable source of supply... 


INTERNATIONAL 


SOUTHERN KRAFT DIVISION 


December, 1958 

















ZS. COTTONS LIKE THIS need sizing for 
that like-new look 


extra “insurance” and a powerful sell- 
Many people associate fur- 
bearing animals with low tempera- 
tures. Some plants will bring out the 
“clean only” items during the summer 
months, when volume lags, and let 
the finishers complete the job, rather 
than lay off people who could be hard 
to replace 


ing tool 


Incidentally, it is interesting to note 
that those plants that specialize in 
cash-and-carry do not do as well in 
box storage as the ones that operate 
routes. It points up what a wonderful 
“convenience” cash-and-carry is. The 
customer has the pleasure of emptying 
her closet, lugging the garments down 
to her car, dragging them to the call 
fice and then waiting while the 
counter help lists the items in the box. 

All the while this is going on, other 
customers look askance. They are in 
a hurry and hate to be detained. It 
should also be mentioned that the cus- 
tomer with the storage order has had 
to pick up the box, fill it and bring it 
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sproy, or by the dip process 


to the plant. And after the season ends, 
the customer has all the “fun” of haul- 
ing the garments home. 

Some plantowners will pay their 
counter girls an incentive for box stor- 
age. And, in these cases the girls will 
hold a box in the back room so the cus- 
tomers can bring in a few garments at 
a time. But that is the only really ef- 
fective way to sell box storage in a 
cash-and-carry operation. 

On the other hand, a route sales- 
man can bring the carton to the home 
The housewife can spend a week or 
two deciding which garments should 
get jammed into the box. And, when 
the time comes to recall the garments, 
she is not saddled with the task of 
driving down to the plant. She doesn’t 
have to cart the garments back to the 
closet. The route salesman will take 
care of the order for her. A very good 
argument for operating routes. 


Do you have a de luxe service? 


Here is a sideline that fits right into 
your present setup, with practically no 
investment except for minor packaging 
costs and some labor. There is nothing 
that can do more for your prestige and 
marks the 
plant as a quality operation, a place 
of craftsmen 

It is no coincidence that the plants 
in any community that enjoy the great- 
est customer acceptance are those 
offering a de luxe or premium or hand- 
finished service. 


customer acceptance. It 


There are several things that go 
into making this sideline effective, 
however. Each garment so serviced 
must be checked out by someone in a 
supervisory capacity. Inspection for 
spots, minor repairs and quality finish- 
ing must be extremely thorough. Even 
the smaller plants usually assign cer- 


tain finishers to handle this work; their 
most skilled operators. 

Of course, sizing or water repel- 
lency is included as a matter of course 
on such garments as require it. Since 
most plants get double their normal 
cleaning charge for de luxe service, 
the extra labor is insignificant in cost 

The visual difference in the quality 
of work on the garment may not be 
easily discernible to the average cus- 
tomer. The mere fact that they are 
paying twice as much gives them a 
feeling of reassurance and security. 

But there is another means of get- 
ting the point across in a tangible way 
that the quality is there. That is by 
packaging. Wide-collar dresses should 
have slipproof shields over the hang- 
ers. The bodices are stuffed with tissue 
paper. The same goes for sleeves of 
dresses and coats, too. A shirt band 
around the waist of a dress helps to 
retain its shape and form. 

Naturally, these garments are all 
bagged distinctively. The outer pack- 
aging should be different from the 
bags used on regular service. A hang 
tag identifying this as custom service 
further builds up the customer's feel- 
ing that she is getting the best. 

This de luxe treatment can be used 
on any item that comes into your 
plant. That applies to ties, blankets, 
and regular dresses and suits, although 
generally customers request this work 
on their formal wear and better coats 

There is one firm in the East which 
specializes in neckties. They are all it 
cleans. But it is thriving because it 
does a truly de luxe job, for about 65 
cents a tie. The ties are cleaned, taken 
apart, carefully spotted, refinished and 
sewed—and look like new. An at- 
tractive plastic package is the final 
touch. 

When blankets come in for de luxe 
they should be carefully 
spotted, carded and bindings replaced 
where necessary. The bindings should 
be pressed neatly, too. Blankets should 
also be mothproofed as a matter of 
course. They should be wrapped in 
cellophane and heat-sealed. When the 
NID cleaning plant packages blankets, 
it turns down one corner, which is the 
way quality blankets are displayed in 
the better retail shops. An inexpensive 
ribbon around the package adds class 
to the work, too. 

There are a tremendous profit and 
potential in handling wedding gowns 
on a hand-finished basis. The big dif- 
ference here in the eyes of the recent 
bride is the package. Today there are 
several sources that supply special 
wedding-gown boxes. They have cello- 
phane windows in the top so the bride 
can look at her treasured possession 
when the spirit moves her. 

Continued on page 52 
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from the first: , 


everywhere are fast 


finished shirt, and cleaner 
gs in more people—but more 
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Everyone wants a beautifully 

recognizing that a shirt laundry department not only 

profits, too! To get the best results, and really boost yo 

of experts who can offer a proven method of operation. That’s where KOHNSTAMM'’s 

H-K method of shirt laundering is of great help! We'll give you the benefit of 107 years of 

washing experience...show you how even an inexperienced operator can turn out finest 
it save time, trouble, and iron out 


juality every time...give you time-tested directions that 
t} rinkles’’ t} Jown profits. For example. we'll demonstrate “Intersuds”. the 
the wrinkles that cut down profts or example é aemonstrate ntersuas , the 
amazing new pure soap with a surprising brightener that washes shirts whiter, brighter 


} | 
volume, you need the help 


fresher... keeps satisfied customers coming back, bringing other customers with them! 
Want fast proof? Get the last word in shirt washing efficiency—and higher shirt profits 


by writing or telephoning your nearest KOHNSTAMM Service Branch today! 


H. Kohnstamm & Co., inc. 


Avenue of the Americas. 
, Huntington Park, Calif 


NEW YORK 13, 161 
Established 1851 S 
LOS ANGELES, (P.O. Address) 2632 E. 54 St 


Foremost Manufacturer and Distributor of Quality Laundry and Cleaning Supplies 


BALTIMORE + BOSTON + BUFFALO + CINCINNATI + CLEVELAND + DALLAS + DENVER + DETROIT « GREENSBORO + HOUSTON «+ INDIANAPOLIS 
OMAHA «+ PHILADELPHIA «+ ST. LOUIS « SAN ANTONIO «+ SEATTLE 


ALBANY «+ ATLANTA - 
+ MEMPHIS + MINNEAPOLIS +» NEW ORLEANS + 


JACKSONVILLE + KANSAS CITY, MO 
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MMOUNANG ‘we 


MASTER-JFT 


Hoffman masren-seT 
“Cold” perchiorethylene 
unit. Single or 2-bath 
washing and extracting, 
40 to 50-Ib. load capacity 
36" open-pocket cylinder 
600 RPM extraction.Com 
plete with filter, solvent 
piping and exclusive CTC 


Here's the new standard of comparison 


in drycleaning equipment. 


Take a good look at the new Hoffman MASTER-JET ... 
Team the Hoffman MASTER-JET compare it with anything else on the market . . . check CTC— 
with the new Hoffman Vaposaver. available only with the MASTER-JET. Feature for feature . . . 
Combination drying tumbler price for price . . . capacity for capacity . . . you can’t beat it. 
and solvent reciaimer for — Call your local distributor for details . . . and for help in 
with perchlorethylene units. planning a profitable future in serving your customers with 
Fast condensation system MASTER-JET cleaning. It’s the 1958 answer to your years- 
recovers solvent completely 
in built-in tank. 40 to 50-Ib. 
capacity. 


ahead requirements. 

*CTC—“‘Clear Through Cleaning’’—is assured by the exclusive 
Jet Balancing design which features open-pocket deep rib cylinder 
full free drop with each revolution . . . constant balance in 

the extraction cycle. 
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new leader in quality drycleaning 
The all-new 


HOFFMAN 


Lb AROy 
ra Vo 


° 
2 HOFFMAN ¢, 


MASTER VET 


DRYCLEANING 
EQUIPMENT ~ 


%, o 
Liry priv 


DRYCLEANING UNIT 


with exclusive CTC * 


Streamlined ... compact... efficient ... 


Master Quality Cleaning with high profit return 


A satisfied customer is our first interest 





OF WILKES-BARRE, PA. 


Distributors in all principal cities 


W.H. NICHOLSON AND CO., General Sales Offices—12 Oregon Street, Wilkes-Barre, Pa 
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26. BOTH PLANT cleaning and on-location rug services are highly profitable 


Continued from page 48 
The boxes usually cost the dryclean- 
ibout $5 But cleaning 
harges run from $15 to $40 the box 
is a worth-while investment. It is the 


promoting this 


whe nh 


main sales tool for 
SeTVICce 
We ire not 


the de luxe service will ever become 


going to predict that 


1 major portion of your business. In 
ictual practice, it ge nerally accounts 
for about 10 percent of the volume in 
the average situation. If you are turn- 
ing out a quality job on your regular 
service, customers will reserve this 
treatment for only their finer things 
If you are a low-price, low-quality 
cleaner your return will be even less 
You are only getting utility items now 
and the good garments are already 
going to the quality plant 

But even at 10 percent the return 
s very profitable. And, as we said be- 
fore. the service does identify vou as a 


quality plant in the customers’ eyes 


Is sizing featured? 


This question was carefully worded 
The almost universal acceptance and 
use of sizing by drycleaners nearly 
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eliminate this service as a sideline. Yet 
too few plantowners are telling their 
customers about this extra. Here is 
something to really battle wash-and- 
wear. The feel and hand are some- 
thing the housewife is ill equipped to 
restore to her garments at home. And 
even those so-called miraculous perm- 
anent finishes do need periodic re- 
plenishing 

Plantowners who have featured this 
service the past tew years have over- 
come “summer slump” and even the 
general business readjustment of the 
Cotton sizing has been a 
real boon to those smart enough to 
take advantage of it 

Those cleaners who are still not 


past year 


sizing, much less promoting it, are 
The cost per gar- 
ment for sizing is about one-third of 
a cent for supplies. A dip tank can be 
bought for as little as $20, and less 
The labor involved is negligible. 

The various methods of sizing were 
covered in the August 1958 article of 
the “Do It Now” series. We won't re- 
peat the process techniques here. But 
we do want to re-emphasize the im- 
portance of telling the customer we 
have this service. This is a real extra 


missing the boat 


available only through her drycleane 
—VoOu 


Do you offer mothproofing, water 
repellency, flameproofing? 


Here are three sideline services that, 
like sizing, are virtually impossible for 
the housewife to do at home. And all 
three services are necessary to her 
Unless we equip ourselves to give her 
such extras, she will go elsewhere to 
get them. And we must advertise to 
let her know we can meet her wants 


1. Mothproofing: Scientific develop 
ments since the war have produced 
moth-repellent products that are ex- 
tremely effective. There are several 
methods of application. Mothproofing 
can be applied during the dryclean- 
ing cvele; it can be 
following 
spotting; it can be 
garment 


done as a dip 
tumbling and 


sprayed on the 


operation 


In any case the cost for equipment 
The dip 
method requires a tank or drum. Total 
cost will run well under $20. If the 
solution is used in the wheel, the only 


is a minor consideration 


cost is supplies. The spray method will 
require a spray gun and compressed 
air. Total investment in the latter case 
will run perhaps $100 or so 

We are not recommending one 
method over the other. The NID 
issues annual reports on the effective- 
ness of each brand of mothproofing 
available to the industry. Some are re- 
sistant to subsequent drycleanings; 
The only suggestions 
we make are that whatever method 
you employ, be sure to follow manu- 
facturer’s recommendations 

And this: the American public to- 
day is a sophisticated group. They 
have long learned not to expect some- 
thing for nothing. If you offer a “free” 
service, they will accept it, perhaps, 


others are not 


27. BLANKETS are a natural for moth- 
proofing 
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PROFESSIONAL = Rg WASH 'N WEAR" 
WET CLEANING STARTS WITH 15 MINUTES 
PRESPOT SOAKING’ INA BATH OF RSR 
FOR SURER REMOVAL OF PERSPIRATION, 
STAIN, AND SOIL...AND MORE SURELY 


SATISFIED CUSTOMERS eq 


RSR 


products of WALLERSTEIN COMPANY, INC 
Maker eg es for Industry 
180 Madison Ave a" w York 16, N.Y. 


and don’t forget 
a “finished” job needs 


SACON. 


Water Soluble Sizing 
puts the new look 





but with tongue in cheek. Most people 
ire willing to pay a reasonable charge 
tor service rendered 

On the other hand, if you do charge 
nake certain you are prepared to pay 
ust claims. Keep accurate records so 
that you are not buying a suit that 
never even came to your plant The 
mus manufacturers can help vou 


set u wn control system 


p your 
2. Water Repellency: There is no end 
# potential of this sideline, if you 
really use the product right and then 
it accurately. These are 

Once again, the NID 
innually on the performance 
t the products that are available. If 


} 
ul it i member and you should 


er handise 
r 


vo big “if's 


ports 


it is easy to learn which are most 
elective 
Whatever product you use, it will 
ynly do the job if it is used as recom 
mended by the 
ther “if” 
must advertise the service aggressive ly 
ind accurately. The term ~ waterproot 
ing is misleading. At best, the prod 
ind then 


for a limited time under limited con 


manutacturer The 
takes into account that vou 


icts can only repel moisture 


litions 
Some etfective 


mly after heating. In those cases it 


repe Ihe nts will be 


necessary to have some type on heat 
dip tank the com 


monly accepted way ot water repel 


ng coil on the 
ling). The tank itself can be purchased 
for a few dollars. The product is only 
few pennies per garment 
The use of the charged system, with 
inherent property of attracting 
moisture, in some cases makes it diffi 
cult to get an effective water-repellent 
finish 


tt overlooking the fact that water 


much less waterproof). We are 


repe llents can be applied by the wet 
dip method. but the aver ige dryclean 
ing plant will process most garments 
on the drv side 

Back to the method of 


water-repellency treatment—the man 


dry sic 


ufacturers of the product have recog 
nized the affinity of charged-system 


The y 


neutralizing 


detergents for moisture build 
into their products some 
igent, o1 recommend a separate treat- 
ment to overcome this compatability 
to morsture 

A sic from the 


edures which can be chec ked out 


application pro 
th vour supplier consider the vol 
ime and profit opportunities this side- 
line otters 


source of revenue. But also consider 


Rainwear is the obvious 


sportswear. children’s outer garments 
lraperies slipcovers and even neck 
to name just a few. This can be 
old mine tor vou 


, 


3. Flameproofing: This is a fairly spe 


ilized sideline. but one that merits 
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28. MORE AND MORE plonts are turn 


ing to shirt rental 


msideration because it can be done 
with a fairly small investment. The re- 
good, although it is not a 
Some 


of the commercial redyeing houses in 


turns are 
steady year-round proposition 
our industry will do this work for you 
too 

In the New York City 
price to the customer for flame-retard 


area, the 


ing of material is about 12 cents pe 
square foot. The dye houses charge 
the cleaner around 6 cents a square 
foot, which provides a nice margin for 
handling and a decent profit 

There are chemicals that can be 
used on the wet side; others are for 
dry-side work. Wet-side processing is 
the most common, and it is preferable 
to use the dip process A corrosion 
resistant tank must be used to offset 
the chemical reaction of the flame 
retardant itself 

The product can also be sprayed on 
fabrics in those special cases where 
it is impracti« al to bring the fabric to 
the plant, say in the case of an ex- 
The big 
market for this service is in publ‘ 


tremely large stage curtain 


buildings such as theaters, hotels, etc 
Dry-side flame-retarding is usually 
where 
shrinkage could be a serious problem 
This is hardly ever done other than by 
the dip method because of the fire 
hazard of spraying the solution with 


done on metallic prints, or 


flammable solvent 

Larger cities require that all pub 
lic buildings have this treatment on 
draperies, curtains, rugs and the like 
In addition, some cities require that a 
certificate accompany the completed 
order, testifying that the fabric has 
been treated by an approved chemical 
In New York City. for instance, the 
Board of Standards and Appeals as- 
signs a serial number to those products 


that pass its test standards. This num- 
ber must be on the certificate. 
The firms products 


whose have 


passed issue these certificate blanks to 
If you plan to get into 
flameproofing, be sure to check your 
local ordinances to learn the require- 


their users 


ments of your community 

The cost of the tank will vary. de- 
pending upon the size. A_stainless- 
steel tank with a steam heating coil 
does the job the best. After the fabric 
has been cleaned or laundered, it 1S 
dipped. The extractions should be 
saved and reused to hold down the 
cost. Exact cost figures are hard to 
estimate because some fabrics will 
take up more solution than others. On 
the whole, the figure seems to average 
out at something around 2 cents per 
square foot, plus labor 

While the term “flameproofing” is 
used, the fabric so treated is not fire- 
proof. It has a flame-retardant quality 
Flameproofed material will char where 
the flame is applied but the flame will 
not spread. To avoid costly claims, be 
sure this is properly understood by the 


customer when the order is accepted 


Do you do on- or off-premises 
rug cleaning? 


Rug and carpet cleaning can be a 
most lucrative sideline for the dry- 
cleaner, if taken seriously as a major 
operation. As a matter of fact, many 
drycleaners who operate rug cleaning 
departments—ranging from very mod- 
est to quite extensive, automatic in- 
stallations rivaling the best in the pro- 
fessional rug cleaning industry—admit 
that this service provides a_ better 
profit ratio than drycleaning itself 

There are two distinct facets to rug 
cleaning. One is the plant operation 
where loose rugs are brought in, proc- 
essed and delivered back to the cus- 
tomer. The other is known as on- 
location cleaning. This involves 
sending a two-man crew to the private 
home or commercial establishment to 
clean tacked-down, wall-to-wall car- 
peting on the customer's premises 

Although many firms offer both 
types of service, the problems are 
quite different. Because of the actual 
size and weight of the average 9-by- 
12-foot unit, pickup, plant cleaning 
and delivery become mainly a mate- 
rial-handling problem. Plant space 
available for cleaning, drying, repairs 
and storage (temporary or longer) are 
major considerations. Transportation 
of rugs may also require modification 
of present or purchase of new vehicles 
Also, the one routeman who ordinarily 
handles drycleaning orders is usually 

Continued on page 58 
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Every day's like Christmas 


with a U. S. Blind Stitch Machine! 
Model 518-2 
Gives YOU a Bonus Every Working Day 


Operates on every type and weight 

material ... gets your alteration work 

out on time —eliminates expensive 

hand work, makes you and your customers 
“*holiday-happy’”’ with its perfect results 

on all alterations . . . guarantees real savings! 


See the U. S. First and Let US 
Help You To a 


Happy New Year! 


U. S. Model 
518-2 


perfected exclusively for 
Dry Cleaners was designed 
with YOU in mind—to meet 
your alteration problems. 
it is actually 


2 Machines in ONE! 





Now in eye-resting color . 


Soft Paste! Gree 


A machine is only as good as its needle... INSIST ON GENUINE U. S. NEEDLES 


0 U.S. BLIND STITCH MACHINE CORPORATION 


231 West 29th St. @ New York 1 @ LAckawanna 4-9144 


December, 1958 





/ Packaged in NEW eh 
dispenset-type carton! Wag 
a _—— ae : 


Oy, > 7 ; Ne 
KAY 
SUPER ACTIVATED CARBON ‘a . 


Klean Method of Solvent Purification 

+ Controls fatty ecids and non volotiles. + No odors 
« Use 75% less than ordinary powders whit 
+ Lose less soap and solvent 


Mi 
is 
\x, 

S 
» 


CASE PRICE: 
$21.60 east of Mississippi 


$22.40 west of Mississippi 
65 packages to the case! 


(Adco pays freight on three cases 
or more.) 








For Petroleum Solvent Plants Perchlorethylene Plants 


XXXDRI-SHEEN 2@,, PERK-SHEEN 


PLUS PLUS 


"KLEAN' "KLEAN' 


“Klean” is a soft vegetable-type carbon not a hard mineral-type carbon. 
This means no filter pressure, and much more adsorptive powers for much less cost! 


CAN USE IN 1% TO 4% CHARGE 
RINSING COMPLETELY ELIMINATED! 








xxx TRIPLE STRENGTH xxx 


Wi A 





it’s = WHITE-GLOVE. clean 


in sparkling polyethylene bags! 


Eliminates distillation without detergent loss, — 
Quality Greatly Improved-Cost cut by 


For the first time in drycleaning history all clarification of your solvent is done while -you are 
cleaning by the use of the Miracle Carbon KLEAN. Your solvent is pure and clean in the beginning 
and is kept that way continuously as you clean through the use of KLEAN in your filter. 


KLEAN works perfectly in either petroleum or synthetic solvent systems. 


NO REDEPOSITION — NO GRAYING ~ NO SWALES— NO COLOR~—NO LOSS OF 
DETERGENT. Make Adco prove to you in your plant that Adco “Miracle 
Method” cleans faster, better and much more economically 

than any other method. 





INC., SEDALIA, MO., U.S.A. 


Continued from page 54 

ot capable ot wrying rugs with 
helper 

We have 

hurdles to 

yutset; that this can be very 

f it is tackled serious! 


sarticularly those wh 


hrst pointed out the 
stress what we said at the 
lucrative 
Drycleaners 

maintain 
yutes, find rug cleaning a “natural 
in idjunct t their main services 
rik les and 
which to 


man of whom 


Thev ve already got the ve 


i ready made clientel trom 
lraw upon initially 
yrrefer to have their garments ind rugs 
handled by one ource t the same 
time And l I irvcleaners have 
reverse new 
ist ginnil with rug service 
ll add their drvcleaning as well 
Let's take closer look now at the 
tual rug cleaning both 


id 


} 
piant 


I ( ss 
I } 


1-location 


Cleaning rugs in the plant: For ai 
peration of any consequence in area 
* about 30 by 70 feet should be 

lable most cases. this would 
equire the drycleaner to construct ar 
iddition to his building. Investment 
n equipment tor a minimum setup— 


ind whether tl c 


quipment is new I 


lepending upon typs 
used—should 
un between $10,000 and $20.000 
Generally, the first step in cleaning 
i rug is to measure it so that it may be 
brought back to original size after be 
ng cleaned, and for billing purposes 
Cleaning charges are computed by 
the square foot At the same time 


the rug is inspected carefully for any 
j 


prior damage or deterioration. If anv 
is found, the customer should be noti 
fied before the rug is cleaned. This 
vill absolve the 


claims and provide income on repairs 


cleaner ot damage 


The rug is then run through a dust 
w machine This is a roller affair 
vith beating flanges. which loosens 
Next, the rug 
s placed on a cement washfloor und 


shampooed with a rotary 


ind vacuums out dirt 


scrubbing 
nachine detergent 


The machine’s brushes penetrate the 


using synthetic 
ap ind loosen dirt not already re 
moved 

After this, the rug is washed off by 
hosing with water. Smaller plants next 
squeegee, rinse and vacuum the rug 
Larger plants rinse the rug and put it 
through a wringer to remove 
vater 


excess 


Next comes the drying operation. In 
weas where the climate is especially 
Iry, rugs may be dried in open air 
In most cases, they are hung up to 
lry in heated drying rooms. The dry 
ng takes a few hours to overnight. de- 
vending on the thickness of the rug 
ind the drving facilities Finally, the 
ug is rolled up in paper and is ready 
to store or deliver. In the medium to 
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larger -sized operations, automatic 


equipment is available to speed up 


volume and reduce manual handling 


Cleaning carpets on location: Although 

better job of cleaning can be done 
in the plant, tacked-down wall-to-wall 

urpets may be cleaned in the home 
business. office or store in which they 
ire located. Basic equipment for a 
two-man crew includes a wet-and-dry 
portable vacuum machine and a 
lighter-weight rotary scrubber than is 
This equipment 
cost from about $500 to 


depending on size and 


used in plant work 
will run in 
$1,500 
whether 

The vacuum is first used to remove 


it 1s purchased new or used 


is much dirt as possible from the ca 
pet. Then the 


thoroughly with the scrubber. using a 


carpet Is gone ove! 


detergent solution on the dry or sudsy 
side. Because the carpet cannot be 
dried as quickly in the home as in the 
plant, too much wetting out can cause 


eventually dry rot. The 


shampoo suds 


odor and 
which absorb a large 
percentage ot the embedded dirt, are 
removed through a second use of the 
vacuum machine 

The on-location method may seem 
However. if a 


comparatively simple. 
' 


good cleaning job is to be done, this 


method requires even more training 
ind skill than plant clean 


ing with its more adequate and effi 


experience 
cient facilities 


Upholstery cleaning, too: Cleaning of 
upholste red furniture goes hand in 
hand with rug cleaning in most cases 
Much of it is usually done on the cus 
tomer’s premises at the same time that 
her carpet is being cleaned—by the 
same on-location crew. Unless space 
it is too difficult to trans 
port furniture to and from the plant 


In cleaning upholstery, the first step 


is available 


generally is to brush a preparation of 
solvent into the fabric 
with a hand brush or a small rotary 


ce tergent oF 


iction machine. Then this preparation 
is sponged off and the fabric is vac 
uumed. By means of attachments. the 
vacuum machine used for carpets may 
be adapted to upholstery. Spotting, as 
needed, and polishing of the wooden 
portions of the furniture will complete 
the job 


Have you considered shirt rental? 


This idea is one for the plantowner 
with his own shirt laundry to consider 
It isn’t intended for the cleaner who 
farms out this kind of work. Shirt 
rental isn’t new; some laundries have 
done this for years. 

But it is something for the dry- 
cleaner to consider now in the light of 
changing times and conditions. Shirt 


might most 
weapon to counteract the 
wash-and-wear 


rental service prove a 
effective 
trend. The customer 
doesn’t have to invest his money in an 
shirts 


expensive and then fuss 


inventory of wash-and-wear 
which are 
with the problem of washing, careful 
hanging and “touch-up.” 

He just wears the rental shirt and 
lets the cleaning plant worry about 
laundering, buttons and replacement 
So far as the customer is concerned, 
the shirts never wear out, since worn 
shirts are replaced at no extra charge 
Here is really “carefree” shirt service 
There is another reason to consider 
That is the avail 


which many 


this service today 
ability of shirts 
brand shirt manufacturers were loath 


name 


to sell direct not too many years ago 


Plants can now get shirts from manu 
facturers that formerly made name- 
brands tor large companies or are now 
using other brands 

It is now possible to buy shirts at a 
cost of between $20 and $30 a dozen, 
depending upon the type. On top of 
that, the cleaner no longer has to start 
off with a tremendous inventory and 
worry along while he builds up his 
clientele. He can line up his custom- 
ers first. order what he needs, and 
then start service when the shirts are 
delivered 

Delivery from many manufacturers 
is about two weeks. Even the smaller 
manufacturers have to produce runs 
of thousands of dozens to make it 
profitable, but their turnover isn’t that 
rapid 

On the matter of pricing, the rental 
regular laundry 
charges, plus depreciation to be recov- 
ered in one year. It is a mistake not to 
charge in the depreciation. The prices 
will vary with sections of the country, 
shirt stvle, number of shirts and fre 
quency of service. One Detroit plant 
gets $1.85 for five shirts delivered 
weekly. which were bought for $24 
a dozen. A Canadian operator delivers 
five a week for $1.65 and starts each 
new customer off with 11 shirts 

While it might seem more logical 
to have 10 in the inventory, the extra 
shirt takes care of the one the cus 
tomer is wearing while the five soiled 
ones are being exchanged for fresh 

It is common practice to get some 
sort of deposit when starting a new 
account. Once again, this will vary 
with individual plants. One owner in 
Columbus, Ohio, requires a deposit of 
50 cents per shirt and the minimum 
order is three shirts serviced at 33 
cents each. Another plant asks a $10 
deposit on an 11-shirt order. The im- 
portant thing is to get sufficient de 
posit for protection without discourag- 
ing the service. 

Shirt rental 


service includes 


accounts are fairly 
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(Above) Nylon bag expanded for full skirts 


large sizes. (Below) Fits chemise styles, too 


LOOK AT THESE FEATURES... 


TALLER FORM permits greater range 
of sizes. 

IMPROVED CONTROLS with easy-to- 
set dual timers. 

QUICK ADJUSTMENT. Controls adjust 
shoulder width, waist and hemline sizes. 
Nylon bag fits snugly even to chemise 
and sack dresses and men’s sport shirts. 
INSTANT MECHANICAL CONTROL. 
Press toe pedal for shaping bag. Leaves 
both hands free to adjust garment. 
AUTOMATIC ACTION. “Step-O-Matic” 
toe pedal provides exactly the correct 
cycle of steam followed by air, or steam 
and air together. 

LOW, REVOLVING FORMER makes tall 
form easy to reach at all points. 
REMOVABLE CLAMPS, back and front, 
foam rubber cushioned to prevent shine 
marks, creases and seam impressions. 


WICHITA PRECISION TOOL C0, Inc. 


December, 1958 


Users all over the country report 
labor time savings up to 40% per gar- 
ment. Apply these savings to your 


own cost and volume figures and see 
how much “Fashioner” can add to 
your profits! 


‘\Y 

Fachione” does for your dress line 
what the time-proved steam-air method 
has done in wool finishing. Touch-up 
after finishing is reduced to a 
minimum. In fact, good quality 
“thrift-priced” work can be completed 
without further finishing. 


\) oa 4 
Many of them exclusive to ehtontor.’ 


MODEL A-3 
AND 


Shjutla-For 
ARE SOLD 
through authorized 
dealers only. Ask for 
DEMONSTRATION 
or TRIAL 
INSTALLATION ... 
or write for name of 
nearest dealer. 


450 NORTH SENECA 
WICHITA 12. KANSAS 
DEPT 








London: 2-6305 
Brantford: 2-5992 


PER WEEK FOR $1.65 . 


quality shirts. 


with new shirts. 





BALDWIN COAT & APRON SUPPLY LIMITED 


155 Adelaide St. S. — P.O. Box 1134 
LONDON, CANADA 


WILL YOU JOIN OUR HAPPY CUSTOMERS 
WHO USE 


CUSTOM SHIRT SERVICE ? 


We will supply you with FIVE SPARKLING WHITE SHIRTS 


(With French Cuffs $1.75 per week 


YOU HAVE NO FUSS, NO BOTHER, NO INVESTMENT 


On the original order, we supply you with eleven NEW high 


We call weekly at your home to pick up and deliver. 


As the shirts become worn we replace them automatically 


Call us and let us know the style you wish; collar size, and 
sleeve length. We look after the rest. 
finished shirts to wear at all times. 


Call Ann White at any of our offices. 
“IT PAYS TO KEEP CLEAN” 


Kitchener: SH. 3-1021 
Sarnia: Digby 4-3842 


You have beautifully 








29. AD EXPLAINS this new service 


stable. One plant with three years ex- 
perience finds it still has 


of its original customers 


75 percent 
Most quits 
were due to the fact that the customer 
moved away. And most of these peo- 
ple bought the shirts from the plant 
at regular retail price less 8 percent a 
month deprec lation 

Plantowners generally get shirts at 
a substantial discount. A shirt that re- 
tails at $5 usuallv costs about $3. The 
reasons for keeping the number of 
shirt styles down to a minimum are 
Larger 
items can be 


obvious quantities of fewer 
purchased. But again, 
local usage enters into the picture. 
Oxford shirts 
are popular among college students 
and vounger men. Those over 40 like 
broadcloth, fused-collar shirts 
sections of the 


button-down collared 


Some 
country prefer short 
sleeves 

One plantowner catering to profes- 
sional people found they prefer more 
shirts. He made a deal 
whereby these 


expt nsive 
men can go to their 
local haberdasher and pick up what- 
ever they prefer, regardless of style 
or color. The haberdasher is happy to 
give the cleaner a 20 to 25 percent 
discount to sell 12 shirts, rather than 


two or three. The twelfth shirt serves 
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as a replacement and as a signal to 
check the order for further replace- 
ments 


In this case, the plantowner gets 
$1.65 for the weekly rental of five 
shirts, based on his cost of $3 per 
shirt, which retails at $5. On more 
expensive shirts, say $6 retail, the 
plant gets $1.95 for five. (The plant- 
owner is getting a 20 percent discount 
from the retail store.) On $7 retail 
shirts the price is $2.10 for five per 
week and So on. 

Losses for those in the business 
have been insignificant. One plant has 
retained only 10 deposits in three 
years involving more than 1,500 cus- 
tomers. This small handful apparently 
moved away without returning the 
shirts. Most plants do not have formal 
contracts as such, but make it clear to 
the customer that the minimum must 
be paid weekly whether the shirts are 
worn or not. That is, unless the cus- 
tomer is ill or on vacation. 

Many plants feel that customers 
may attach a stigma to wearing rented 
shirts. Therefore, they merchandise it 
as a custom shirt service. They make 
sure each shirt only has one mark to 
identify it as really personal service. 

There are still some questions not 


completely answered on shirt rental. 
These include delivery, labeling, 
should the customers’ presently owned 
shirts be bought by the plant, etc. But 
shirt rental appears to be a growing, 
profitable sideline well worth investi- 
gating. 


Do you offer paid repair service? 


The NID Motivational Research re- 
port tells us that one of the most im- 
portant things we can do to win the 
housewife is to convince her that we 
are her expert. There is hardly a bet- 
ter way to do it than to offer a paid 
repair service. In her mind, garment 
maintenance includes repairs and al- 
terations as well as drycleaning and 
finishing 

When the garment comes back from 
the plant, she expects it to be com- 
pletely wearable unless she belongs to 
the minority group that deals with 
cut-rate plants. (Three-fourths of all 
drycleaning is bought by people in the 
upper-half income bracket who deal 
with better quality plants. ) 

The discerning housewife likes to 
deal with a cleaner who takes care of 
further 
equipped to take care of alteration 
problems. And the smart plantowner 
knows that a paid repair department, 
while it may not make a profit of any 
great consequence, will at least pay 
the freight of the free repair work. 

Equipment and space required for 
the paid repair department are rela- 
tively small. In addition to a sewing 
machine, a cutting table is required if 
alteration work is to be done. A blind- 
stitch sewing machine is a must today 
It can be used where many time-con- 
suming hand operations might other- 
wise be required for invisible stitching 
Other items that make the paid repair 
department complete are machines for 
tacking cuffs, buttons, 
mending and darning. Total invest- 
ment? Less than $1,500 

Supplies needed for the tailoring 
department are minor. Shears, needles, 
pins, tailor’s chalk, tape measure, hem 
marker are basic as is thread of vari- 
ous colors and sizes. But all told, they 
represent just a few dollars. That holds 
true even when we consider other 
essentials like hooks, snaps, bindings, 
slide fasteners, pocket linings, shoulder 
pads and the like. 

One operator in a paid repair de- 
partment will require about 4 by 8 
feet of space. Much of this space is 
needed by the cutting table which 
could be shared in larger plants where 
more than one operator is involved. 
A small fitting room in the call office, 
with a full-length mirror, is a good 
idea, too. 


free repairs, one who is 


sewing on 


Continued on page 64 
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You Progress, Produce, aud Profit More with Prosperity 


PRESSES 6 more pants per hour 


GROSSES *32.60 more per day 
PAYS for itself in just 3 months 


ALL THIS 
-eo AND MORE TOO 


Your labor costs remain level. 
You save pressing time and over- 
head. You improve quality. You 
serve more satisfied customers. 
Never before has any press 
offered the all-around adapta- 
bility . . . the broad coverage 
per lay ...and the few lays 
per garment of this Prosperity 


oy a Utility Press. 





J 


va 


NEW CONTOUR 
SHAPE 


OLD STYLE 
BUCK 


Now 
PROSPERITY 
DRY CLEANER’S UTILITY PRESS 


One of the most valuable single machines 
in a dry cleaning system that turns out 
high-quality finishing with extra profits. 


Cleaners who have used this new Prosperity 
Utility Press say you can't miss. The new 
contour buck cuts legging from 3 to 2 lays, 
topping from 6 to 4 lays, a saving of 1% in lay- 
ing time. That increases pressing output 6 
pants per hour . . . or $32.60 per day at 70¢ 
per pant. This saving pays for the press in just 
3 months, or adds $8,736 to gross income 
every year. 

Presses coats, skirts, sports shirts, sweaters; 
any garment in fewer lays . . . resulting in 
more output, with no increase in operator 
effort. 


Copyright 1958, The Prosperity Company 


te PROSPERITY Gyan 


DIVISION OF WARD INDUSTRIES CORPORATION 


December, 1958 


FACTORY AND GENERAL OFFICES, SYRACUSE, N.Y.— SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 
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Coming in February . . . 


THE 1959 
GUIDEBOOK 


Our 


Year of 
Service 
to the 
Drycleaning 
Industry 


ISSUE 


Keynote of This One and Only Guidebook 
In the Drycleaning Industry: 


> Another Practical Textbook Theme 
> Your Big 1959 Buyers’ Directory 


1959 marks National Cleaner & Dyer’s 50th consecutive 
year of service to the nation’s leading drycleaners. And 
1959—the anniversary 


ISSUE 


OUI enterprises of 


ANNUAL 


me ol major 


veal will be Our GUIDEBC YOK 


Literally, this issue will be the 


Everybody wants to be a success in business—or wants to 
be more of a success. And that’s exactly what our 1959 
GUIDEBOOK is going to make possible for the thousands 


of drycleaners who get it and put it to direct use 


Guide to Success in the Drycleaning Business 


National's editors have combed the country to find drycleaners 
whose operations are outstanding successes. They've analyzed 
these successes giving hard appraisal to the techniques, meth- 
ods and procedures these successes are made of . . . and, in the 
1959 GUIDEBOOK, they will be reporting what they've learned. 


The success stories you'll be reading in the GUIDEBOOK are 
the stories of veteran subscribers to this magazine . . . drycleaners 
who, through the years, with National helping all the way, have 
a record for progress-in-business that few can equal. 


= ~ ge > Ate 
Prete 4 


Practical? Applicable to building business and stacking up profits 
in your plant? Every phase of the drycleaning business will be 
covered in the GUIDE TO SUCCESS—with specific, down-to- 
earth, easy-to-use facts, and with a wealth of working pictures, 
charts and graphs 

Most of you have received National's past GUIDEBOOKS, and 
we know from your outspoken comments that you've used them, 
valued them and profited by them. The GUIDE TO SUCCESS 
IN THE DRYCLEANING BUSINESS will take its place in 


the long line of history-making annuals. Watch for it in February! 





This is the Issue— 
The GUIDEBOOK of the Drycleaning Industry 
—That brings you 





All this in the NATIONAL’S 1959 GUIDEBOOK— 
Exclusive in the Drycleaning Industry 


NATIONAL CLEANER & DYER 
ABP ABC First in the Drycleaning Industry Since 1893 
305 East 45th Street, New York 17, N. Y., OREGON 9-4000 











30. PAID REPAIRS carry cost of minor repairs; add to plant's prestige as an 


expert in garment maintenance 


Here are some of the potentials 


for paid repairs: 


Letting out or taking in trouser bands 
New waistbands for trousers 
Lengthening or shortening trousers 
Turning up trouser cuffs (or French cuffs) 
Reinforcing trouser seats 

Coat linings repaired 

Letting in or taking out coats 

New arm shields 

Replacing pockets 

Repairing or replacing zippers 
Replacing buttons 

Lengthening or shortening hems 
Replacing dress shields 

Replacing shoulder pads 








Continued from page 60 

Aside from floor-space require- 
ments, the power demands are minor. 
One thing to consider is lighting. 
There should be a minimum of 50 
foot-candles, preferably 100 f.c., in the 
sewing department. Your local power 
company or contractor can help you 
on this. 

In most cases a seamstress can 
handle the work very adequately. Any 
woman who can sew can handle the 
job with little or no training. For most 
jobs, this employee is more than ade- 
quate. She keeps a record of the time 
required to do unusual jobs which are 
then charged out at double her hourly 
rate. Of course, some simple tasks, like 
pocket replacement, are at listed 
prices, but at an amount sufficient to 
offset supplies and labor — usually 
about double the costs 

Some small plantowners arrange to 
have a neighborhood housewife han- 
dle this at her home. The fee is usually 
about 60 percent to the worker, the 
other 40 percent to the plant for 
handling. In other cases a skilled male 
tailor does this work right on the plant 
premises and the rate of compensation 
is about the same. 

Most plantowners will do paid re- 
pairs only at the request of the cus 
tomer. This depends on her voluntary 
requests, or those suggested by an 
aggressive selling force. On the other 
hand, some cleaners will replace 
pockets and do other smaller paid re 
pairs and merely bill the customers. 
A note is attached to the order ad- 
vising that such and such has been 
done 

The explanation states that the re- 
pair seemed necessary and if there is 
any objection, the charge will be can- 
celled. Cleaners report that rarely, it 
ever, do the customers balk. Rather 
they seem to appreciate what is really 
personalized attention. New pockets 
are a classic example of this extra 
service 

A lucrative item in the paid repait 
line is the slide fastener. Indeed, it is 
so common that the expression “zip- 
per,” once a trade name, has become a 
generic term. 

Repair and replacement are impor- 
tant not only from a profit standpoint 
but from a goodwill point of view 
And they involve only a trifling in- 
vestment in equipment and supplies 
Repairs can be made with pliers, but- 
tonhooks and screwdrivers. But there 
are compact, professional kits avail- 
able for only a few dollars. A small 
supply of fasteners in various lengths 
and colors are an important part of 
the supplies in the paid repair depart- 
ment. 

Anyone who is at all handy can do 
the necessary zipper repairs or re- 
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FIRSTS in drycleaning 


ann During the 26-year period of 1927 to 1953 


OS) 
aww yeaernet yee iY 


oan ni Street’s introduced five ‘‘Firsts’’ which have become 


valuable contributions to drycleaning science 


1927 FIRST PRESSURE FILTER—In March of 1927 Srreet’s in- 
) stalled at the Unique Cleaners of Kenosha what is believed to be the first 
Rook ae pressure filter sold in the U.S.A. for commercial drycleaning. This installa- 


7 
tion marked the start of extensive chemical research in the perfection of 


TAT [p ‘“ soluble detergents adaptable to pressure filtration. 
4 a 


FOR STATIC CONTRO 1946 FIRST STATIC CONTROL~— Pages 74 to 76 of the August 
PIs Ae? ROSSA 1946 issue of National Cleaner & Dyer carried a treatise in which STREET’S 
a described the first anionic-nonionic drycleaning detergent designed specifi- 
cally for imparting electrical conductivity to drycleaning solvent. The 
superior results produced by “STATICOL FOR STATIC CONTROL” may be sum- 
marized by the following excerpt from page 76 of the 1946 National: ‘In 
the absence of static the soil is removed readily, and the loosened lint and 
dirt particles are deposited in the trap or on the filter plates instead of 
being redeposited on the fabrics from which they were removed.” 


1951 FIRST S.S. TEST KIT—In the August 1951 issue of National 
Cleaner & Dyer STREET’S released a 3-page treatise announcing the devel- 
opment of the first method of titration by which the cleaning-room worker 
could determine with laboratory accuracy the percent active detergent in 
his charged solvent. Prior to this development the charged system of dry- 
cleaning was impractical because of the non-uniformity in percent active 
detergent. 


1952 FIRST MICELLE RESEARCH — In March of 1952 Dr. Martin 
B. Mathews and Dr. Ernestine Hirschhorn of STREET’s research staff pre- 
pared a paper on micelle formation in a hydrocarbon medium which was 
read at the 12lst National Meeting of the American Chemical Society. 
STREET’S was the first to reduce the micelle principle to practical applica- 
tion, thus providing an entirely new concept of drycleaning detergency. 


1953 FIRST CONDUCTIVITY CONTROL UNIT—The January 
1953 issue of Cleaning Laundry World surprised the industry with a new 
apparatus which supplied the missing link in the micelle principle of dry- 
cleaning. When used with 4% 886 the new Conpbuctivity ControL UNIT 
provided the two constants necessary for near-elimination of wet-cleaning 
without wrinkling: (1) constant moisture level in solvent equal to 3/10% by 
volume, and (2) constant moisture absorption by fabrics based on 15% dry 
weight of rayon. Inasmuch as the safe removal of water soluble soil has 
been the goal of drycleaners for many decades, STREET’s considers this in- 
vention the crowning achievement in 80 years of pioneering in the textile 
maintenance industries. 





ow 
LAUNDRY 


31 a FORMAL WEAR RENTAL, properly merchandised, is a real money-moaker 


jlacement. The logical person is the 
paid repair employee. There is no end 


; 


) the potential he re im luding men s 
trousers, ladies’ slacks, skirts, blouses 
jackets 


children’s garments as well as topcoat 


ind dresses Then there are 


inner linings and a myriad of other 
uses. And all these repair jobs add to 
customer acceptance and more profits 


Is reweaving service available 
to your customers? 


Like recoloring and leather work 
reweaving is a highly specialized serv- 
ice—hardly worth doing on the prem 
ises by the average cleaner. Still, it is 
a definite part of textile maintenance 
ind a service that should be offered 
to customers 


As for the 


there are specialists in the field who 


iforementioned services 


in handle this work for drycleaners 
There is no need for investment in 
capital equipment; only in some ad 
vertising to let your customers know 
ou have a complete service 

As with dyeing, the sales force must 
be trained in selling the service as 
vell as distinguishing the possibl 


from the impossible. Some garments 
can be mended with good invisibility 
while others, like silk, cannot be done 
satisfactorily at all 

Another 


matter ot pricing 


point of training 1s the 
Reweaving prices 
may seem high to the housewife. But 
f she is properly sold that an other- 
wise worthless garment can be sal 
vaged at a fraction of replacement 
cost, she will see the logic 

An excellent silent salesman is a 
showing two 


ounter display card 
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pieces of fabric. One has a hole caused 
by a cigarette or “moth damage.” The 
other is a whol piece of fabric, repre 
senting how that first piece will look 
itter reweaving 

If your plant is fortunate enough to 
have an experienced seamstress, theré 
ire occasional jobs she can handle by 
verweaving or piece weaving. This 
consists of weaving together the edges 
of the hole to the edges of a patch cut 
from an unconcealed part of the gar- 
ment. It requires a special needle and 
i hoop for stretching the material, in 
iddition to the operator’s skill 

But in most cases, reweaving must 
be considered an outside job. There 


ire many reputable firms and their 


prices leave room for the drycleaner’s 
markup to cover handling and a profit 


Do you have tuxedo rental? 


Research on this subject reveals a 
very fascinating situation. Plantowners 
already engaged in this service are 
quite reticent to discuss it. I suspect 
they aren't too anxious for competition 
And with good reason. 

For example, the average winter 
formal will cost between $35 and $40. 
The shirt, tie, cummerbund and sus- 
penders will bring the total cost to 
about $45, when these items are 
bought in quantity. The average suit 
will withstand about 40 rentals. At 


32. SMALL INVESTMENT adds to appeal of rental service 
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Wrap up your 
reputation 
with Advance! 


Southern Advance really caters to clothes with brand new PAPER- VUE 
... the paper-plastic garment bag that serves 2-ways better! 


Southern Advance brings “togetherness” to sell serv- soiling and fading, and keeps clothes fresh as pressed. 
ice in a brand new way! Paper-Vue breathes like The printing is more cleanly defined on Paper-Vue’s 
paper, sees-thru like plastic — and serves better than wonderful surface — and you can sell confidence with 
either alone! And the double value offers extra con- the garment inside. No matter how you look at it, 
venience, because Paper-Vue protects from mildew, Paper-Vue's your best order today! 


SOUTHERN ADVANCE BAG OPERATION — CONTINENTAL © CAN COMPANY 


530 Fifth Avenue, New York 36, N. Y. 
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Employees? 


HERE'S A PRACTICAL ONE! “*U3% hae 


Subscriptions to this magazine, presented to your key em- 
ployees, make wonderful, long-lasting Christmas gifts. And, 
because you subscribe yourself, you can order as many gift 
subscriptions as you need 


AT HALF PRICE! 


All year-round, with their personal copies of this magazine 
before them, your key employees will be getting the same kind 
of down-to-earth, how-to-do-it-better information you're get- 
ting through your subscription. 


With more people reading this magazine in your plant, there’s 
bound to be more improvement in efficiency and quality .. . 
there’s bound to be more business and more profits. 


In addition to splitting the cost of gift subscriptions with you, 
we'll send a handsome Christmas card to each employee for 
whom you subscribe, announcing the gift to them just before 
December 25. 
Won’t you fill out your gift list today . . . and send it to us? 
We'll take care of your order immediately. 
Subscriptions to NATIONAL CLEANER & DYER 


regularly cost $4.00. But as a current subscriber, 
you can order gift subscriptions for only $2.00 


NATIONAL CLEANER & DYER 305 East 45th Street, New York 17, New York 
Enter subscriptions for one year for the following employees of our company at the special rate of $2.00 each: 
To To... 

Home Address 


Position City and State Position 


To 
Home Address 
Position City and State Position 


Send each a Christmas card, announcing the subscription as a gift from 
Subscribing Company 
Address 


Authorized by: 
REMITTANCE ENCLOSED [_] INCLUDE OUR RENEWAL AT $4.00 [_] 
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$10 per rental, that means a gross re 
turn of $400 on a $45 investment 
And many get $12 per rental! 

Summer formals offer even greater 
returns. The coats cost about $16 and 
the regular woolen trousers from the 
winter formals are used. In any Case 
the trousers can be purchased fol 
ibout $10. so the initial cost is con 
siderably less 

There ire many easons why a 
cleaner should get into tuxedo rental 
First, he enjovs a favored position in 
this business. The person who must 
rent a suit occasionally has some inne 
doubts about how clean the garments 
are that have been worn before by 
some unknown person. When he rents 
the outfit from a cleaner these inner 
loubts are dispelled 

In addition. when the cleaner pro 
vides this sideline he is filling a proven 
community need. Also, if the cleaner 
operates routes he makes it very con 
venient for the customer by delivering 
ind picking up the suit 

In the case of weddings there are 
extra benefits. The biggest one is that 
the cleaner stands a good chance of 
getting the bride’s wedding gown tor 
cleaning. The clothing for the honey 
logically go to the dry 
cleaner who rents the groom’s formal 
attire And don't forget the 
wear of the 


moon may 


formal 
bridesmaids, too 

Then, the bride and groom repre 
sent a new household 1 new cus 
tomer. Quite often the groom makes a 
double rental. That he will rent two 
jackets. A dark one will be used for 
the ceremony and a white one will be 
worn for the festivities afterward 

The wonderful part of all this is 
that a cleaner can get started with 
little or no investment. There are 
wholesale rental firms—at least 30 lo 
cated strategically around the country 
—that will rent the outfits for about 
$4 for the coat and trousers, plus an 
other $1 for the 
$5 investment the cleaner gets from 
$10 to $12 


iccessorTies For this 


The best way to handle tuxedo 
rental is to stock the basic sizes in the 
cleaning plant ind rely on the whok 
sale rental firm for the odd sizes or 
for those special occasions when the 
basic sizes are already rented. Except 
for the very small communities it 
seems to pay to put in a stoc k of plant 
owned suits and accessories 

A city of 50,000 certainly qualifies 
And university towns are a natural 
as are metropolitan districts. A cleaner 
in a small town might do well to start 
out on the premise of renting the out 
fits as a safe beginning 

There is so little risk involved. Suits 
48 hours. The 


rentee signs an agreement to return 


are returned in 24 or 


the garments within the stipulated 
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He also 


signs a contract to return the garment 


time, or pay an extra charge 
in the same condition (except for nor- 
mal soil ) as received Or he 1S liable 
for any damage or loss 

This explains why there is at least 
ome plant which has a drycleaning 
volume of considerably less _ than 
$1,000 a week that has an inventory 
of over $10,000 in men’s formal wea 
ind accessories that go with it. In one 
specific instance the returns from the 
tuxedo rental business have enabled a 
drvcleaner to open a set ond plant He 
has the additional revenue from dry 
cleaning as well as an expanded mat 
ket for his tuxedo rental service 

If you are not yet in this lucrative 
business, give it more than a second 


look The 


opportunities are fantastic 


Do you sell merchandise? 


This question was purposely saved 
for last because it has the least general 
interest. The sale of suits. dresses and 
other ipparel usually works only in 
the very small towns. Such communi 
ties probably can't support many retail 
clothing shops and it does help the 
small plantowner offset his overhead 

The big danger to a cleaner is that 
he may stock up on merchandise, onl) 
to find that a radical style change will 
leave him with a lot of unsalable ga 
ments. And another thing: the cleaner 
must be sure not to undercut his fel 
low merchants, or it can have an ad 
verse effect on him. Whatever clothing 
items are handled should pay their 
own wal 

In some small towns, cleaners can 
work up a mice volume on mens suits 
ordered from a catalog. The custome 
selects the stvle and model number 


The cleaner measures him for proper 
fit and sends the order to the tailoring 
firm. When the garment is delivered 
to the cleaner, he makes whatever 
minor alterations are necessary. This 
method eliminates the need of carry 
ing an expensive inventory 

But generally speaking, the selling 
of drycleaning and merchandise are 
two different problems. One is the 
sale ot labor and service; the other 
tangible goods. The latter requires 
knowledge of prices, style trends, in 
ventory control 

Some cleaners have done fairly well 
by installing a tie display. Fashions 
ire not so radically subject to change 
ind not too much money is tied up in 
inventory 

But most cleaners are better off to 
stick to their main profession, dry- 
cleaning. The sale of merchandise 
takes hard aggressive selling and ad- 
vertising — something some cleaners 
don't even apply to their drycleaning 
services. If a cleaner isn’t selling that 
service to the best of his ability 
sure bet the same thing will happen 


it's a 


when he takes on merchandise sales 
is a sideline. He will never get out of 
it what he « xpects he should 

If the drycleaner must sell some 
other products, it is better if he con 
fines them to things related to dry 
These mothproof 
bags, home mothproofing products to 


cle aning include 
be hung in closets, zipper sticks and 
similar items 

One last word of caution. If you 
have merchandise for sale or are think- 
ing about it, be sure there is a market 
for it. Be 
knows how to sell the merchandise 


certain your sales force 


and be prepared to advertise it. If you 
irent. it’s better to forget it. 7 2 


BB. CLEANERS ARE ON SAFE GROUND when they sell sideline merchandise related to 
cleaning, such as garment bags and mothproofing 





Is Your Piping System Efficient? 


Here are installation tips to save you money 


Table I—Reasonable 
Pipe Velocities 


Service water mains 
General service water 
piping 4 to 
Boiler feedwater piping 6to 13 
Low-pressure steam mains I5to 70 
(heating and/or process) 
70 to 165 
High-pressure steam mains 165 to 400 


Low-pressure steam 





By JOSEPH C. McCABE 


PLANT PIPING, like death and taxes, 
cannot be escaped. You have to have 
it and you can’t skimp on it. It will 
ilways present something of a head- 
ache because its role is exactly the 
same as that of city streets. The tax- 
payers would howl if a grand boule- 
vard were proposed against a possible 
future heavy traffic load where an 
alley seems to be all that is needed 

In the same way it is impossible 
to justify a large piping system on the 
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Fig. 1. Above chart along with Table | indicates flows, pressure losses, pipe sizes 


grounds that some day you may need 
it. But, unfortunately, if you put in too 
small a piping system you will have 
day-to-day losses that will harm your 
production and hurt your pocketbook, 
sometimes, without vour even know- 
ing! 


Getting down to cases 


When we compare piping to city 
streets the same philosophy holds for 
both. With the city streets the city 
fathers want to be able to keep traffic 
moving at peak loads so they don't 
have any back-ups or choke off side- 
street travel. With pipes in your plant 
you want to keep solvent, air, steam, 
water, or whatever it is within the 
pipes moving at the right rate to all 
users along the line without loss of 
flow. 

Fig. 1 gives a simple chart to show 
you what size solvent piping you 
would need to maintain a desired rate 
of flow in gallons per minute of sol- 
vent. You must bear in mind that this 
chart represents only straight-line 
flow. The addition of any control de- 
vice such as a valve or elbow will af- 
fect the resistance to flow that your 
initial pipe line offers 

Fig. 2 gives an indication of this 
resistance. For example, note in Fig 
2 that a 6-inch standard elbow repre- 
sents the equivalent of 16 feet of 
straight pipe and should be tacked on 
to the pressure you must develop at 
the sending end 

Similar charts or curves can be 
drawn up for compressed air or for 
steam. The point to remember is that 
there is no mystery on the proper siz- 
ing of pipes for any service. 

One question we run into frequent- 
ly and one that always surprises us is 
that many plant people ask again and 
again what represents a reasonable 
pipe velocity for different materials. 
Table I is our version of reasonable 
quantities for drycleaning plant serv- 
ices. We admit there is a rather wide 
spread 

These values reflect the spread in 
desirable pressures for individual serv- 
ices. You will be on the upper side 
if your plant needs run heavier than 
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CISSELL QUALITY 


KNOWN THE WORLD OVER 


— built into CISSELL DRYERS 


8-STAGE HEAT CONTROL 


Operator sets control for the 
heat he wonts... and 

it. Cissell's 8 FIXED stages of 
heat assure that temperoture is 
positively maintained — and 
every drycleaner knows how 
important that is! 


DELIVERS 3200 cu. ft. 


ed 
a ee 


————— 


OF AIR PER MINUTE 


42" x 42” Size 


NO-SAG 


® Get years of dependable service BASKET 


BASKET 


® Get drying at its best DRIVE* 


Cissell Drycleaning Dryers are modern in cabi 
net design. Install them side-by-side, yet retain 
complete accessibility of all parts for simple 
maintenance. Basket can be removed in less 
than one minute. Double walls provide extra 


strength KEEP HEAT IN BASKET. Per 


: Large basket shaft in Gear Reducer 
forations in basket shell are extruded to provide tee 

supported by Timken Bearings—15 
smooth surface. Air filters are standard equip year life expectancy under continu 
ous 40-hour week operation! 


ment on 42” x 42”. Every feature is a Cissell 


quality feature—known the world over Cissell Steam-Heated Drycleaning 
Dryers — Single Basket: 36” x 18”, 
W. M. CISSELL MFG. CO., INC.— LOUISVILLE 1, KY. 36” x30", 42” x42”. ALSO AVAIL- 


Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles ABLE: Cissell Gas-Fired or Steam- 


Foreign Distributors write Export Dept.—Coble Code ‘CISSELL 


Heated Laundry Dryers: Double 
Basket “Twin”; Single Basket 


Z +a Y 9. bh 36” x 18”, 36” x 30”, 42” x 42”. 
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Fig. 2. When you put in a pipe fitting to control flow 


you add to line's pressure losses 








Fig. 3 (right). Simple pressure regulator set 
up. Fig. 4 (below). Note addition of pipe 
aids over Fig. 3, such as gate valve bypass 
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PRESSURE REGULATOR 
OO PSIG STEAM 100 TO 20 PSIG 


BYPASS 


PRESSURE 
REGULATOR 


VALVE 100 To 20 PSIG 


se 
— 
‘20 PSIG STEAM 
TO PROCESS 


RELIEF VALVE 
SET AT 25 PSIG 


GATE vaLve 20 PSIG 
STEAM TO 
PROCESS 








average and on the low side if your 
wants are a little less than the aver- 
age. Where sending pressures are 
higher, as for high-pressure mains, the 
smart thing is to take full advantage 
of these higher pressures and watch 
your pipe size selection closely. 

If all the steam equipment using 
this higher pressure steam could be 
loaded so that the flow through these 
pipes was uniform the designer would 
select a flow rate about in the middle 
of the 165-400 f.p.s. range shown for 
this service. Such a choice would be 
the best one for a balance between a 
heavy cash outlay for the next higher 
pipe size with its lower pressure loss 
as against greater operating costs in 
the way of pressure losses from the 
next smaller p'pe sizes. Furthermore, 
in this instance too large a pipe and 
too small a flow rate will result in con- 
densation problems within these steam 
lines 


Specialized piping needs 


Unfortunately in matching piping 
to loads you can only go so far in 
treating the subject in a general way 
Steam piping, as a case in point, re 
quires allowances for special expan- 
sion joints, extreme care in avoiding 
sharp turns. Compressed air, hot wa 
ter, cold water likewise require spe- 
cial considerations 

In any piping installation, however 
there are certain simple things that 
you can add to make that piping more 
effective. We once saw a reference 
by the Crane Company to these addi- 
tives as trinkets, meaning “something 
that embellishes the whole.” Here are 
a few such ideas we think are most 
valuable 

Fig. 3 shows a very simple form of 
pressure regulator installation. (Size 
has no bearing on the comments. ) 
This hookup not only represents the 
utmost simplicity but also it actually 
is workable. However, you see the 
very minimum of equipment, without 
any provision for contingencies, oper- 
ating ease or safety. Let’s see what 
the addition of a few piping trinkets 
will accomplish. 

Fig. 4 shows the same installation 
plus some useful, justifiable trinkets 
A gate valve has been put on each 
side of the regulator and a bypass 
has been added. The bypass permits 
the removal of the regulator for re- 
pairs without interrupting service 
Simplifying one such maintenance op- 
eration on the regulator will more 
than offset the cost of the piping 
trinkets that were added. The proper 
sizing of bypasses and selection of 
the right type of valve are, of course, 
important. 

A strainer with a blowoff has been 
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Look at the quality of your work 


a » ee 2 


thru the eyes of your customers 


CISSELL 
FORM FINISHER 


¥ No Foot Pedals 
* Fully Automatic 


* Air and Steam at the 
same time 


* Controlled Air Pressure 


Meet your customers’ demand for a soft, no-shine finish 
with equipment built to do the job. Even hard-to-work 
materials that demand air while steaming are finished 
beautifully on the FULLY AUTOMATIC Cissell Form ne 
Finisher. The Cissell Time Switch permits operator to do 
other work while the Cissell Form Finisher steams, dries 
and cuts off automatically. Levers regulate size of nylon 
form at waist, hip and lower positions by moving back 
and forth in a horizontal motion and quickly locking into 
position. 

Finish any size garment—from the smallest child's to the 
largest adult's. Air pressure adjustable from minimum to 
maximum or to any intermediate stage. Superb construc- 
tion—the kind you expect from Cissell. 

CISSELL FORM FINISHER includes one set of #11 
Sleevers, one set of #24 Sleevers, and one Cissell Vent 
Clamp. Guaranteed for one year against manufac- 
turer's defects. 


v 


CISSELL BUILT TIME SWITCH 


W. M. CISSELL MFG. CO., INC. 
LOUISVILLE 1, KENTUCKY 


Pacific Coast Office: 4823 W. Jefferson 


4 Bivd., Los Angeles. Foreign Distributors 
Your Gobver write Export Dept.—Cable Code “CISSELL"”. 
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Fig. 5. (left). Frequently used system of pipe control. See Fig. 6 (right). Hand operated— 
from floor level. Comes with a simple wheel ond chain 


installed ahead of the pressure-re duc 
ing station. This protects the regula- 
tor and the valves against the ravages 
of foreign matter in the piping. You 
ilso provide i means tor re moving ac 
cumulated water before starting up 
ind after any shutdown 
\ relief valve has been added as 

safety measure; it protects the low 
pressure piping and the connected 
equipment. This precludes the dam 
ge that could occur should the reg 


ulator fail to function properly and 


illow the pressure to build up on the 
low-pressure side. The ASA (Ameri 
can Standards Association) Code f 
Pressure Piping deals with this pre 
caution in paragraph 108 


Valve operators 


Fig. 5 shows a common valve in- 
stallation. There are hundreds like it 
\ hand-operated valve is located well 
above the operating-floor level. In or- 
der to operate suc h a valve the attend- 
int must use a ladder, climb stairs to 

catwalk, or the like. Of course this 
is a workable installation, even though 


presents the minimum of equip- 


nent. However, a piping trinket of- 


fers improvement 


The alternate illustration (Fig. 6) 
shows that hard-to-reach valve with 
the simple addition of a chain wheel 
ind chain. This permits operation 


from the floor, eliminates inconveni- 








Water branch line 
DETAIL @ Arrows indicate lines 
of force or pressure 








Fig. 7 (left). Elevation of low-pressure line with important drain fitting. Fig. 8 (right). How 
air chambers cushion initial shock wave generated by water hammer 
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ence, saves time and promotes safety. 
If the valve is operated with any de- 
gree of frequency, the chain-wheel op- 
erator is indeed a worth-while piping 
trinket. 

In other cases, extension stems can 
be applied to overhead valves, pro- 
vided the service conditions make it 
feasible to install the valves in an up- 
side-down position. Extension stems 
are most effective in the relatively 
smaller sizes of valves 


Drips and drains 


Here are some trinkets that are rela- 
tively small in size. But they can 
loom up mighty big in importance. 

Many piping systems are in opera- 
tion without adequate provision for 
drips and drains. You have to admit 
that such piping is workable (up to 
a point) but it certainly represents 
the minimum in equipment. But what 
about the damage that may be exact- 
ing its toll, and the potential hazards 
that may exist? The omission of one 
small valve in a vital spot can spell 
trouble. The addition of that small 
valve can represent the wisest sort 
of investment in a piping trinket 

The ASA Code for Pressure Piping 
is clear enough in meaning. A portion 
of paragraph 118 reads as follows 

“Suitable drains or drips shall be 
provided wherever necessary to drain 
the condensate from all sections of 
the piping and equipment wherever it 
can collect. Suitable drains shall also 
be provided to empty water lines, wa 
ter storage tanks, equipment contain- 
ing water, etc., when such piping and 
equipment is out of service. At least 
one drain valve shall be placed in 
each drip or drain line.” 

The ASME (American Society of 
Mechanical Engineers) Boiler and 
Pressure Vessel Code is equally clear, 
P-304 reading in part as follows: 

“When a stop valve is so located 
that water can accumulate ample 
drains shall be provided.” 

Fig. 5 is a good illustration to em 
phasize the importance of drains as 
spelled out in the two code references 
Here is an industrial plant’s main 
steam header and its connected pip- 
ing. Steam is generated at 100 p.s.i 
for processing services. Whenever any 
of the gate valves at this header are 
closed, condensate can accumulate 
above the discs. If such a valve is 
opened without first draining the con- 
densate, a dangerous slug of water 
may travel at high velocity and cause 
serious damage. It is obvious, there- 
fore, that even though those four %- 
inch drain valves are relatively small 
in size compared with the header and 
its valves, they perform a vital func- 

Continued on page 84 
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CISSELL EQUIPMENT 


in use the world over 


get amazing results with the 


CISSELL VACUUM SPOTTING BOARD 


CONCENTRATED VACUUM DOES iT! Ic has everything . . . dry, moist, or wet steam 
and a concentrated vacuum. Spot and dry large areas with ease. Cut wet-cleaning and 
re-cleaning to a minimum, eliminate feathering . . . sizing rings . . . discoloration . . . 
blow-off” with dry steam. For quality work, provide your operators with the best in 
spotting equipment! 

Powerful concentrated vacuum . . . on tips of both spotting board and swinging sleeve 
board—keeps wetted areas under control . . . provides rapid drying in “dry” spotting 
When solvents, soaps, bleaches are necessary, the white vitrolite top is unexcelled— its 
white surface enables spots to be seen with ease. 


Stainless Steel pan with fine nickel screen on tips of both spotting board and swinging 


sleeve board . . . sturdy, cast iron base compressed air connection for hot air . . . height 


adjustable to suit operator. 


W. M. CISSELL MFG. CO., INC. — LOUISVILLE 1, KY. 


SS » 
ma () Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles. 
a. Foreign Distributors write Export Dept.—Cable Code “CISSELL"’. z 
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No secrets here! Attractive call office looks onto production area 
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This new package plant taps a new mar 
ket for H. M. Taylor, Lid., in the area of 
Wellington, New Zealand 


Can Do for You... 


By ART SCHUELKE 


We firmly believe that the future of our in- 
dustry in the United States depends upon ex- 
pansion by now successful operators. And this 
through decentralization. This story concerns 
an overseas operator who came to the United 
States and saw the handwriting on the wall. 
Any cleaner who is complacent about his pres- 
ent setup will find an object lesson in this report. 

—EDITOR 





Slickrails convey work from cleaning department to 
this well-equipped spotting section. Decentralization 
plans include latest United States equipment 


Silk wnit utilizes latest type equipment; features through-the-unit 


All piping for air-driven presses is housed 
production. Note neatness of the plant. It is always this way 


in @ trough in the flooring 


CLEANERS IN THE UNITED 
STATES can take a cue from ow 
plantowner friends in far-off places 
like Australia and New Zealand. They 
invest much of their time and earnings 
in travel to learn how the other fel 
lows do it. More than that, they take 
the best ideas and put them to work 
\ perfect example of this is Harry 
Tavlor of H. M. Taylor. Ltd.. Wel- 
lington. New Zealand. one of the most 
respected cleaners in that country 


For several vears Harry and his 


brother Jack ran a large operation in 
Wellington. But back in 1949 Harry 


came to the States, and since he is a 


keen student of the game, observed 
that the smarter plantowners here were 
going to decentralization. The seed 
was planted in his mind to take a simi- 
lar course, but the time wasn’t right 


just then tor him. Instead he put many 
production ideas into practice, and 
bought many American products to 
make their large plant more efficient 

In a matter of a few years Harry 
found himself in a position financially 
to try out his branch operation expan 
sion plans. He returned to the States 
in 1954 to get the latest thinking and 
to confirm the soundness of his pro 
gram. He spent 10 months here and 
in Europe studying, then returned to 
New Zealand convinced his course of 
action was right 

The partnership of the brothers was 
dissolved, and Harry gave up his in 
terest in the main plant. He took over 
four small operations owned by the 
partnership which were located in 
other cities in the same general area 
In his mind he felt that the smaller 


plants offered greater profits and a 
better opportunity for expansion, by 
the addition of more of the same 
The main plant had a high break- 
even point tremendous 
fixed costs and the need for several 
various departments 
Any further growth here would only 
So. with his 
small plants under his direct control, 


because of 
supervisors in 
compound the problem 


he set about to improve the layouts 
and workflow. He didn’t forget to mer 
chandise, either, and has consistently 
spent 1.5 percent of his gross for ad 
vertising. 

The following year, 1955, Harry 
added another plant to his string 
Then, in 1957, still another package 
plant was installed. 

Of course, it hasn't all been peaches 
and cream. One of the original four 





Cleaning unit is one of first synthetic machines in New Zeoland. Package boiler at right 


yperations was in a very poor location 
lt apparently was opened in that spot 
is a matter of expediency and without 
full regard for marketing conditions 
Harry closed down this plant. He now 
merely maintains a call office in that 
city and trucks the work to another 
yperation some 14 miles away for 
processing 

He also ran into another snag with 
his managers. His first idea was to 
icquire men with extensive executive 
training and management experience, 
plus personality. The first managers 
hired had those attributes but came 
from other fields 

He hoped to have them acquire the 
cleaning background as they went 
along. But it didn’t work that way, 
and it cost him heavily in inferior 


quality and lost sales. He now pro- 
motes plant workers to the managerial 
level. Even though they may not have 
the executive ability, they do under- 
stand processing and what the cus- 


tomer wants in drvycleaning 


Developing managers 


The executive responsibility is han 
dled by Harry from a central office in 
Wellington. Here he maintains a staff 
to handle payroll, records, accounts 
payable and receivable and the adver- 
tising program. The individual plant 
managers need only 
selves with production. 

To develop a pool of managers for 


concern them- 


expansion or replacement, a man in 
each plant is appointed a foreman 
This individual fills in during the man- 
ager’s absence and is spurred to great- 
er effort by knowing he is being 
groomed for a bigger job in the future 

We mentioned that one of the 
plants was closed. And this brought 
another major change in the setup. This 
plant included a dyehouse and did 
that work for the other three plants 
is well. But dyeing on such a limited 
scale didn’t work out, either. Harry 
realized, wisely, that garment dyeing 
is better handled by wholesale dyers 
who can be profitable because they 
handle large volumes of this work. 
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Dyeing is still offered the customers 
but now the work is sent out, and witl 
far greater profits. 

And so, in two years time, one plant 
was dropped and another added. The 
count still stood at four, but with a 
much better profit picture. And the 
bugs were removed from the opera- 
tions. His supervisory headaches had 
straightened out, and unprofitable 
parts of the organization were elimi- 
nated 

Now Harry was ready to expand 
through new ventures. Up to now he 
had been working with established 
plants. Late in 1957 he began his first 
package plant from scratch. For this 
outlet he selected the city of New 
Plymouth, a very prosperous city. 

Because of this prosperous condi- 
tion, it was difficult to find just the 
location needed. He finally wound up 
buying out an apparel shop. He auc- 
tioned off the merchandise to clear 
the space for his equipment. And fol- 
lowing his practice in everything els« 
Harry installed a model 
plant. Workflow, lighting, smart deco: 


he does. 


ind spaciousness make it so 

His faith in internal 
through package plants is proven by 
the fact that the fifth addition to his 
empire hit the break-even point in 
matter of a few weeks 

One good reason why Mr. Tavlor is 
successful is that he knows what is go- 
ing on in his far-flung enterprise. Each 
branch manager is required to send in 
weekly reports to the central office in 
Wellington. If one outlet is out of line 
with the others, it is quickly discerni- 
ble from these reports. 

There's another thing that helps 
Harry Taylor make the grade. If he 
gets a “brainstorm” for a new produc- 
tion or merchandising idea, he tries it 
out in one of his branch operations 
If it works, well and good: he will put 
it into effect in his other plants. On 
the other hand, should it not pan out 
he drops it quickly and no great harm 
It must be remembered that 
whatever he tries must have some jus- 
tification before the “noble experi- 
ment” is attempted. 


expansior 


iS done 


Harry had excluded himself from 
the heavily populated Wellington 
N. Z., market as part of the deal with 
his brother when the partnership was 
dissolved. His “far-flung” empire we 
mentioned spreads out some 200 miles 
from his central headquarters in Wel- 
lington. His entire market is only 
some 168,000 people, all told. He 
can't afford to make mistakes. On top 
of that, he shares this market with 
some 36 other cleaners 

Here is one of the most important 
parts of Mr. Taylor’s business. While 
he has gone for expansion through de 
centralization — through package 
plants—he has not forgotten the im- 
portance of route selling. He has five 
plants supported by 11 stores, but he 
He plays it any 
way the customer wants to play it, 
cash-and-carry or routes. 

And it is paying off handsomel) 
His last year’s volume figures are very 
interesting. The plants grossed about 
$364,000 in U. S. currency at prices 
approximately $1.15 per garment 

These figures do not include the 
New Plymouth plant which opened 
at the year-end.) Production costs 
were 45 percent of gross and distribu- 
tion ran 21 percent. Administrative 
expenses came to 14 percent for total 
expenses of 80 percent. The gross 
profit in 1957 was 20 percent from 
which came managers’ bonuses, taxes, 
as well as directors’ salaries and divi- 
dends 


also has 11 routes 


Wages low, costs high 


By our standards, wages are very 
low. The average salary for men was 
between $40 and $45, while women 
averaged a little more than $25 per 
week. On the other hand, equipment 
and supplies are expensive. An air- 
driven press imported from the States 
costs about $1,400 delivered to the 
plant, but not installed. 

Packaging is also very costly; we 
do not appreciate fully how lucky we 
ure in this country. For example, a 
double hanger costs 4% cents (N. Z. 
which is about the same value as 
ours). A plain paper bag costs 6 cents. 
Harry uses polyethylene garment bags 
on fancy garments, but these bags, un- 
printed, are 11 cents each. 

One more point concerning wages. 
The government controls these, and 
all employees are given nine paid sta- 
tutory holidays, plus two weeks paid 
vacation annually. So the low wages 
are offset by other factors, making his 
operation comparable to one here. 

Expansion through decentralization 
is paying off handsomely for Harry 
Taylor, just as it can for any operator 
in the United States. # # 
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“news SFLF-CLEANING FILTER’ 
iis 


HERE’S WHY: 


rHE FILTER BAGS 
yO 52 Jue. 6 Om 02 OFS 0 OD 4 
DRY CLEANED! 


SELF-CLEANING 
FILTER AGITATOR 
ACTION 


TRANS-O-MUCK 
with WIC SELF-CLEANING FILTERS 


No more messing around with dirty muck! This auto- 


matic method assures you of a clean filter always! Vic’s 
AUTOMATIC TRANS-O-Muck (another first for Vic) pumps 
the muck directly from bottom of your filter to the 


cooker. You never open the filter or touch the muck. 


your FREE “The HEART 
of any Dry Cleaning Vm» 
System is the =| a 
System 


FILTER” Booklet 
atte Pree 


December, 1958 


OPERATES 3 to 4 YEARS 


(1460 WORKING DAYS} 


WITHOUT OPENING! 


amd we can prove tt! 


bn at the flick of a switch the filter 
bags are agitated back and forth, just 
as a washing machine washes the clothes. 
The solvent already in the filter actually 
Dry CLEANS the bags, and because of the 
thorough agitation, there’s no dirt clinging 
to the screens, no bridging of powders, no 
residue to be boiled away with caustic 


soda, as in other filters. 


_ MORE FILTRATION AREA! 


No Plugging—No Clogging 

because the bags are actually 
Dry CLEANED every day! Just 
like inserting a new set of bags 


every day! 


*DON'T BE SATISFIED WITH 
LESS WHEN YOU CAN GET 
THE BEST! THE BEST IN 
FILTERS IS THE VIC PAT- 
ENTED SELF-CLEANING 
FILTER. FILTERS FROM 
1500 G.P.H. TO 5000 G.P.H 


Dept. ND-362 


MANUFACTURING COMPANY 


1313 HAWTHORNE AVE MINNEAPOLIS 3. MINN, 





Exact measurements are tok 
en before the rug is processed 
in the department 


Turn Old Customers Into New Prospects 


Rug cleaning sideline provides needed service for regular accounts 


AMBITIOUS plantowners with a req 
utation for producing quality dry 
cleaning are in an excellent positior 
to cash in on another source of reve 
ue tor the plant 

setting up a rug cleaning sideline 
has enabled Jo Anderson Anderson 
Cleaners, St Paul. Minnesota, te 
natch his drycleaning skills by provid 
ing the same type of professional sery 
ice for his customers floor coverings 
ind furniture 

For 12 vears all rugs the route sales 
men brought in were sent out to an 
other concern for processing. Custom 
ers often complained that they wer« 
not getting their money's worth Spots 
vere not completely removed, deli, 
ery Was poor and—as the housewife 
often told the 
rugs couldn't compare with the stand 
urd of work the 


irvcleaned clothing and household 


plantowner—finished 


plant produced on 


tems 
Mr. Anderson realized that if he set 
ip his own department and provided 
versonalized attention for each rug he 
ould build a sideline that would grow 
n proportion to the drycleaning busi 

ness 
To handle an over-all increase of 
over 50 percent during the past five 
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By HARRY YEATES 


ears, the plantowner acquired a two 
story building adjacent to the main 
plant and constructed a connection 
between the two. Additional drvclean 


ing equipment ind a gas-fed hoile 


were installed. Storage space tor fin 
ished garments was also increased 
The upper section of the two-story, 
building was allocated to a rug and 
furniture cleaning department. Space 
measures 25 by 40 feet, with an en 
trance down a short flight of stairs to 
the street level. General offices were 


Quality control starts with thorough vacuuming of each rug before cleaning process 
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There’s No Business... Like the Storage Business 
and the Haertel Line of Storage Equipment is Complete! 


“DRY STORAGE + COLD STORAGE 


AIR-COOLED OR WATER-COOLED UNITS 


. _ . aromemageteasigieiiinanist catia 


There is a Haertel Storage unit to fit your needs. A Haertel representative will recommend 
how to build or alter . . . and how to equip your vault at a low minimum cost. Any available 
space can become storage area, and having your own storage facilities will increase your 
business as well as your reputation. From the small ““Storagemaster’’ dehumidifier-fumigating 
unit, to the large ‘‘Vaultmaster’’ which includes automatic refrigeration, dehumidifying and 
fumigation. The Haertel Line is custom engineered to give you approved, safe protection and 
long trouble-free service 














SEND FOR OUR FREE STORAGE 
POLARIZED CARE WALTER HAERTEL CO., 2840 Fourth Ave. So., Minneapolis 8, Minn. 


Please send me the storage Have your representative 
VAULT PLANNING KIT F vault Planning Kit. contact us—no obligation. 


or call TAYLOR 3-6214 collect 


WALTER HAERTEL COMPANY 
2840 Fourth Avenue South 
Minneapolis 8, Minnesota Address 


Firm Name 


Manufacturers of City 
equipment for garment 

storage vaults and Signature 
fur cleaning supplies. 
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Top: Rugs are inspected and excessive spots 


takes 


15-20 minutes depending on size. Bottom 


removed by operotor. Center: Shampooing 
Vacuum removes excess soap and moisture 


moved into the building at the same 
time 

Anderson Cleaners has been sham 
pooing rugs and furniture on the prem 
ises for years 
1957 from this sideline hit 
$11,000. Of this amount $4,600 worth 
of business was processed in the plant 
$2,400 on The 
$4,000 consisted of furniture processed 


almost fou During 


volume 


location remaining 


in the department 
According to Mr 


this period service has been sold pri 


Anderson during 
marily to regular drvcleaning custom 
ers. Net profit from the 
although 
structures in the 


department 


] 


dependent ol local price 


area, has amounted 


to about 25 percent 
Che plant operates with four routes 


When the 


cleaning 


route salesmen contact dry 


customers for clothing o1 
household items they sell the customer 
available 


April 


times to 


on the rug cleaning service 
at the The 
May June are the 
push this sideline 


months of 
best 
Other peak seasons 
through late fall 


plant 


and 


run from Septe mber 


Personal follow-up 


While route 
tial contact, the plantowner often fol 


salesmen make the ini- 
lows up with a personal call on pros 
pective rug cleaning customers. When 
multiple orders are involved he pre 
sents a price list for each rug or piece 
The 


procedure is followed whether the or 


of furniture to be cleaned same 
der is processed in the home or at the 
plant 

rhe estimate is delivered to the cus 
tomer on Mr. Anderson's letterheads 
—which include the name, address 
and telephone number of the plant 
Whenever he contacts a prospective 
customer he presents some type of 
gadget as a giveaway. For instance, 
the vardstick used for measuring the 
dimensions of the rug is left with the 
housewife. The name, address and 
phone number of the plant are in- 
scribed in bold letters on the give- 
away. 

“You'd be surprised how many cus- 
tomers call on the telephone to tell 
me that I forgot my measuring stick 
in the living said Mr. An 
derson. 

The rug cleaning and furniture de 
partment is handled by one operator 
hired on an hourly scale. By schedul- 
ing work on a month-to-month basis 
Anderson Cleaners is able to keep an 
experienced man on the job at all 


room!” 


times. 

Initial investment for rug cleaning 
equipment amounted to $600. It in- 
cludes an electric scrubbing machine 
and a vacuum with attachments for 
furniture processing. 

Last year the plant spent $650 for 
chemicals and soap in the rug clean- 
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OLSON 


the filter you clean without scraping screens! 


Now, messy, time-consuming scraping of screens has been eliminated. In fact, there’s no need to even 
remove them. Or anything else for that matter. Olson Superflow tubular filters, with specially designed 
“straight-through” screen openings, are automatically cleaned in 1 to 3 minutes. §§ Operation couldn't 
be simpler. Just set controls to backwash position and start the pump. Pump forces liquid back through 
tubes (from inside out), knocks dirty filter cake off screens and allows it to settle to the cone of the 


filter. If sludge packs or hardens and cannot be removed by gravity or normal pressures, 
fa fc any] 
Cs 


FILTERS 


a specially designed agitator completely dislodges and breaks down caked or solid 
dirt for easy removal. §§ Complete cleaning process can be done in 1 to 3 minutes 
without removing one single part. — Olson Superflow tubular filters are available 
in 7 different sizes. §§ Write today for free illustrated booklet containing full details 


including engineering data and specifications. 


LSON FILTRATION ENGINEERS 


Cincinnati 12, Ohio, Filters - Stills, Division of The American Laundry Machinery Company 


ALM-OL-4 
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“She's a one-man dog. You're the only man she ever bites. 


ing department—taking into consid- 
eration the fact that a certain percent 
age of chemicals and spotting agents 
from the drycleaning operation were 
used for rug and furniture cleaning 

Most rugs brought into the depart 
ment are divided into three general 
categories with various classifications 


Oriental 
Imports 


American 


Domestics Orientals 


Wilton 
Axminster 
Cotton 
Twists 


Wool Braid 
Wool Hook 
Navajo 
Swedish 


Reversibles 
Cotton Braid 
Cotton Hook 
Fiber 


The first category has a single fac 
ing which means that these rugs can 
be shampooed on only one side. The 
other two categories are constructed 
with two facings. These must be sham 
pooed on both sides; otherwise soil 
would show through the backing of 
the rug 

Rugs are priced by the square foot 
depending on the type. An identifying 
ticket is stapled to one end of the rug 
and the exact measurements are re 
corded on a customer's check sheet 

When the rug has been priced the 
heck sheet 1S deliv ered to the ac- 
counting department. The information 
is recorded on an invoice which is de 
livered with the order upon delivery 
Rug and furniture orders are proc 
essed separately to afford a more a 
curate control of expenses, receipts per 
month, ete 


Processing in the plant 


After the rug is vacuumed the oper- 
ator inspects it for excessive spots: and 
stains. These are removed with chemi 
cal agents depending on the nature 
of the spot and the type of rug 

Rugs are shampooed with an elec 
tric machine connected to a rotary 
brush. This process takes approxi- 
mately 15 to 20 minutes. Liquid soap 
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is placed in the machine and released 
into the rotating brush as needed. Ap- 
proximately 4 gallons of mixed soap 
are used on a 9-by-12 rug. The sham- 
pooing machine regulates the amount 
of soap and affords a smooth applica- 
tion as the operator glides the machine 
across the rug in circular movements 


YOUR PIPING SYSTEM 


Continued from page 74 


tion, thereby qualifying as important 
necessary piping trinkets. 

A riser of any type of expansion 
pipe bend that is installed vertically 
in a steam line should have a drain 
Fig. 7 illustrates this trinket 


Water hammer 


Another major area of plant nui- 
sance is water hammer. To eliminate 
the danger and piping clatter that re- 
sult from water hammer, it is impor- 
tant to take certain steps in piping 
design to compensate for the excessive 
pressures generated when a column 
of flowing water is suddenly stopped 

Air is the most effective medium 
for absorbing the shock wave caused 
by water hammer for (1) water is 
noncompressible; (2) air can be com 

considerable pressure 
When the water compresses the air it 
also fills the void offered by the dis- 


pressed to 


Rugs are vacuumed again after 
shampooing to remove excess soap and 
moisture. They are brushed by hand 
with a stiff brush 

Rugs are left overnight to dry. At 
the present time the plant frequently 
hangs rugs on racks installed in the 
new boiler room. When the rug is 
thoroughly dried it is vacuumed again 
to bring softness to the nap. It is then 
brushed again by hand to restore the 
original sheen. Rugs are rolled and 
wrapped in kraft paper for delivery 


Furniture 


Upholstered furniture is priced by 
the type and size of each piece. An 
average order amounts to $6. Extra- 
length davenports average from $158 
to $25. 

The operator prespots each piece of 
furniture as needed, vacuums the fab- 
ric and shampoos by hand. He vacu- 
ums the piece again before drying 

Future plans call for the addition of 
a dryroom in another section of the 
plant to accommodate the steady in 
crease in rug volume. # # 


placed air. Because water has this 
flexible means to expend its force, the 
shock wave that would otherwise re 
sult is quickly absorbed. The manner 
in which air serves to eliminate water 
hammer is shown in Fig. 8 

There are on the market a number 
of different devices that have been 
developed to control water hammer 
Fig. 9 represents several of those de 
vices used in large quantities. 

In addition there are, of course, 
other types available. Manufactured 
water-hammer arresters reflect the tre- 
mendous strides made in this field 
Such devices require no maintenance 
or recharging and therefore can be 
placed in any type of concealed pipe 
space. Moreover, since these units of 
fer a neat appearance, they can also 
be placed in exposed locations. It is 
both practical and economical for the 
engineer to consider such devices for 
his water-hammer applications 

Advice on type, specific capacity 
and placement can be obtained from 
the manufacturer of the unit. # # 
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Fig. 9. Several different types of manufactured water hammer arresters now on market 
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New Program alerts teens 
to value of Drycleaning 


“Clothing Care-ousel”, Dow educational program, dramatizes drycleaning services. 


Classroom program uses strip film and a kit of teacher’s material to carry a message 
on clothing care and drycleaning into your customers’ homes. 


Ask your DOW-PER distributor how you can tie in with this national program. 


WHY TEEN-AGERS ARE IMPORTANT 


The “school age” market has grown to significant 
proportions in recent years. A whopping $619 million 
is spent annually on clothes for teen-agers . . . clothes 
that need cleaning. Today's high school girls are 
tomorrow's homemakers. They are forming opinions 
and attitudes in their home economics classes that 
will influence them throughout their lives. Over 50% 
of the girls graduating from high school will be 
making their own homes within two years. There’s 
no better time than right now to make these young- 
sters aware of the values of dry cleaning . . . and 
more specifically, your drycleaning services! 


HOW THIS PROGRAM WORKS 


Dow, in cooperation with home economic teachers, 








has created a special educational program for use in 
high school and college classrooms. A strip film 
spells out the benefits of drycleaning in language 
teen-agers understand. An informative kit of teacher's 
material gives suggestions for supplementary activi- 
ties, such as a class tour of a drycleaning plant. This 
program, called “Clothing Care-ousel”, is now avail- 
able to home economic teachers throughout the 
nation. 


WHERE YOU FIT IN 


It’s easy to make the “Clothing Care-ousel” work for 
you. Just get in touch with the home economics 
teacher in your area and ask if you may be of assist- 
ance. She may ask you to visit her class to answer 
questions about drycleaning. Better still, invite her 
and her class to visit your plant! Remember—a small 
investment of your time will yield big dividends in 
extra business now and in the years ahead. If you'd 
like more information, contact your DOW-PER 
distributor or write to us. THE DOW CHEMICAL COM- 
PANY, Midland, Michigan, Department 1101C-1 


YOU CAN DEPEND ON 


December, 1958 





NEWS 


THE ALLIED TRADES 


Du Pont TV Show To Boost Drycleaning 


yt the 


lustry will 


three-minute him on the 
Du Pont “Show of the Montl 
Decemper 1S 


the 


ym Thursday 
The film represents 
najor attempt, by 


roujy to icquaint 


first 
uny industry 
the 


by television with the facts be 


public 


drvycleaning vu 
» Du | spokes 
indicates 


ibout 


hin modern 
‘ont 
‘ast experience 


how will be een by 


5 million peopl 
The December “Show 
Mont! will be the 


dram The Hasty 


of the 
comedy 
Heart,” a 
hit of years 
will be carried by 150 
vision stations affiliated with 
Columbia Broadcasting Sys 


Broadway 
ig It 
tel 
the 
ten 

The film the 
 drycleaning starting with its 


some 


traces history 
reputed discovery in 1854 when 
Parisian house- 


that 


servants in a 


hold found spilled lam; 


Huid removed soil 
Thi tarted 


is the film pk 


Na low am 


trom a gown 


ew industry but, 
ints out, service 
of the old- 
fashioned fluids didn’t really re- 


nove dirt. The 


oder non flammable 


nany 


discovery ot 
solvents 
perchlor- 
use of 
equip- 
growth 
drycleaning industry. 
film points out the impor- 
of 32.000 drv- 
establishments to our 
for 
million 


sucl i Perclene” 
the 


expensive 


ethylene led to 
smaller les 
ment arm 

ot the 
The 


tance 


spurred the 


today s 
le aning 
providing jobs 


quarter 


economy 
more thar 
px oplk 

“We 


provide 


will 
with a 
understanding of 

of the entire dry- 
industry to provide 
better and taster service for its 
said A. P. Stetser, 
manager of the drycleaning sec- 
at Du Pont’s Electrochemi- 
cals Department 


this 


consumer 


be leve 
the 

much better 
the efforts 


cleaning 


story 


customers 


thon 


Los Angeles LADS Club Elects 1959 Officers 


The 


und 


LADS Club (Laundry 
Drycleaners Suppliers) of 
Angeles recently elected 
new officers. Pictured left to 
right: Ed O’Lesky, general 
manager of J. P. Lynch Co 


Los 


86 


tive of 


Howard Sulli- 
van manager of Southern 
Mills Croft Han- 
gartner, West Coast representa- 
Kordite Co., 

ind Bob 


vice-president 
offic ‘ 


preside nt; 


secretary - 


Schack, 


treasurer 


Goss-Jewett Co., retiring 19558 


pre sident 


M & L Supply Appoints Thiry 

The M & L Supply Co., Ak 
ron, Ohio, has appointed Rich- 
urd F. (Dick) Thiry director of 
equipment the 


area, 


metro- 
His 
3306 
11. 


years 


sales in 
politan Cleveland 
headquarters will be at 
Rd., Cleveland 
has had many 
in plant layout 


Bosworth 
Mr 


of experience 


Thiry 


ind equipment 


Prosperity Names Martin 


HOWARD J. MARTIN 


Howard J]. Martin has been 
appointed director of market 
ing by The Prosperity Com- 
pany, Syracuse, N. Y. Richard 
O. A, Petersen said, in making 
this announcement, that Mr. 
Martin will be responsible for 
the development and formula- 
tion of sales policies, plans and 
promotional activities. 

Mr. Martin was formerly the 
sales manager for a well-known 
drycleaning and laundry equip- 
ment manufacturer. 


Haertel Joins SLRA 


Walter Haertel Company, 
Minneapolis, has been approved 
for membership in the Suede 
and Leather Refinishers of 
America, according to an an- 
nouncement by Dick Kelley, 
president of SLRA. 

Haertel set up a 
cleaning operation at 2840 
Fourth Avenue. S., under the 
direction of R. L. Lyons, vice- 
president of the company. It 
has been specializing in the 
handling of leather garments, 
employing the cleaning, finish- 
ing and dyeing methods recom 


has retail 


nended by SLRA The 
work have been 
the technical 


of SLRA 


plant 
ap 


com 


ind its 
proved by 


nittec 


Tessier Representative 


VICTOR C. FRY 


Victor C. Fry has been ap 
pointed field representative for 
Brothers (B. C.) Ltd 
my Ge according to 
innouncement by 


Tessle r 
Vancouver, 
a recent 
general managet 
Mr. Fry 
years as manager of the 
drycleaning division of Pioneer 
Laundry & Dry Cleaners Ltd 
one of the largest plants in Van 


Leon lessler 


Previously served for 


many 


couver 


Buckeye Sales Appointment 


CHARLES L. PUFFER, JR. 


Charles L. Puffer, Jr., has 
been appointed sales and serv- 
ice technician for the Buckeye 
line of drycleaning products by 
The Davies-Young Soap Co., 
Dayton, Ohio. His territory will 
include the states of Iowa and 
Nebraska, plus the cities of 
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Rock Island 
enport In 


Moline ind 
making the an- 
R. Young. Buck 
nanager 


Puffer has had 


Dav over 10 years « 


the 


expenence In 
drv« leaning fie Id 

Mr. Puffer 

headquarters 
Hinsdale II] 


will his 


} 
is 


yuuncement, | 


nake 


eve drvcle aning sales ome in 


iid that Mr 


Caled Makes Appointments to Sales Force 


MARK TRUXAL HOWARD HARRIS 


led Product Company ead 
Brentwood, Md s an 
ed twi pp. tments te 
sales force. Howard J. Har 
graduate of the 


National 
Institute of 


Drv« le inn 
represent the 


juarters in Columbu 
esenting the 
ern Ohi 


Eclipse Purchases Lookout 


Purchase ot the Lookout 
Boiler and Manufacturing Com 
Chattanooga 


announced by ,. { 


will 
in Wis 
Michigan 

he rdquarte rs 


Milwau 
~ Mark | | 


lruxal wi ve his 


ympan 
company 


onsin and westert 


wit! Tenn nas 


im} 


pany 


been 


bell Perks, president of Eclipse products,” 
Fuel Engineering Company, 
Rockford, Ill, It will be oper 
the Lookout Boiler Di- 
vision of Ex lipse, under the di- 
Everett 


other says L R 
“Bud” Jones, general sales man 
The 
plant covers about 12,000 square 
teet too 
and dis 
play room and parking facilities 

Mr 


ippointment of 


ager tor Francis new 
ited as 
including production 
rection of Magnuson, storage areas, offices, 
i vice-president of the purchas 
I who will make 


Chatta- 


Jones also announced the 

Harold Wit 
Seattle is gen 
agent for Francis it 
Northwest and North Cen 
tates, Alaska and ( 


company, 
eadquarters it 
ningham & Co 
eral 
the 


tral 


James M. Haley 
Lookout Boiler 
ted with Eclipss tor 


t in the 


president of sales 
will be issocla 
i time to unad 
Lookout 


ind manutac 
ire not affected 


transition 
Marlow Promotes Woods 


ngineering 


for i Idi 
Chatta- 
the 
} oile rs 


plan I 
tion of plant facilities at 
nooga for fabrication t 
Fx Ss line I steam 
ind Vaporizers tor 


being made in the Rock 


now 


Francis Boilers Moves 


Alter 28 vears 


t its 


yperation 
Bell 
Francis Economy 

Boilers, a division of 
Steam Generator Co., 


Origu il low iti 
flower, Calif 
Pa k aged 
| rancis 
In has moved to a new plant 
it 9140] Ave Bellflower 

The improved production a 
facilities in our new plant will 
enable us to with The 
the growing Fran Art” 
CIs Boilers and manager of 


nh in 


Rose 
F. WOODS 


ippointment of A. F 
Woods as general 
the Marlow 


kee p pac ¢ e . 
sales 
Pump 


demand for 


water heaters 


Increase Your Profits with the Versatile UniMac Twin! 


FAST INDIVIDUAL DRYFOLD BUNDLES—A UniMac Twin 
quickly processes flufdry-fold bundles—INDIVIDUALLY 
—no marking, no netting, no sorting, NO LOSSES! 


December, 1958 


BLANKETS, SPECIALTIES—Blankets, woolens and other 
specialties may be processed in minutes without shrink- 
ing or felting. They retain original beauty and texture! 


FAST SHIRT LAUNDERING—A UniMac Twin easily han- 
dies the volume for a one or two girl shirt unit! 


WASH 'N WEAR—A UniMac Twin speeds these 
articles through your plant! 


TINTING, DYEING—Fast and easy with a UniMac 
Twin! 


UniMac Is A Workhorse—washes, rinses and ex- 
tracts up to 120 Ibs. per hour in only 10 sq. ft. of 
floor space. Easy and inexpensive to install, main- 
tain and operate. 


GET ALL THE FACTS! 
WRITE DEPT. N-128 


nlA AAC 
Company 


723 Ponce de Leon Place, N.E. 
Atlanta 6, Georgia 





REASONS THE NEW KD QUICK BAGGER OUTDATES 
WHY! ALL OTHER BAGGING METHODS... 


CUSTOM QUALITY PACKAGING — in one operation! 
CUSTOMER PREFERENCE — “Poly” bag @ LIT TLE JOE 


are neat, attractive and quiet, t 
appe ~ bd homers for garment identifica } LITTLE Adjustable garment holder speeds work 
Ts JOE ot press machines, finishing boards, re- 
OPEN-TOP CONSTRUCTION verlooked by j j 
thers, put to use by KD for easier threading pair and spotting tables 
premature sealing, more effective heat , Little Joe keeps garments clean and 
distribution wrinkle-free. Adjusts to any height de- 
TOP-MOUNTED ROLL — for fast measuring : sired at the press of a button. Die-cast 
easy pull with no bind or snag. Keep / ' ¢hrome finished hook on 5-foct beaded 


material ready for next use. Protects “poly i & 
senanie é ‘ chain. Price $2.75 each. 











EASY-DOWN PUSH BAR Finger-tip pre 
re on any part of balanced bar gives eve 


ut and seal. Brings automation to your plant SEE YOUR JOBBER FOR THESE 


at no price premium 
las. -- OTHER FINE KD PRODUCTS 


adju ting in three ways. Heavy duty heating 
ea 


un all types and sizes of “poly 

Sonor Lent es KAR BAR 
TURDY LIGHT-WEIGHT CONSTRUCTION 

Dioula 


m head, line-shaft design. Welded Practical, low cost garment rack converts 
flat-base frame will not tip. Move it to where . iah . . 

you need it. Fewer moving part trouble any car into a light delivery truck. Slips 
free operation over coat-hooks . . . off and on in a jiffy 
POSITIVE ACTION KD LIFT STAND —adjust . « « Me tools needed. Adjustable rubber 
to any height, up or down, with a touch of the stops keep hangers from sliding sideways. 
finger. Ex - 1 dnp yoke will not tear Just the thing for special deliveries or 
piast educes ' : 

when regular truck is down 


TART TO WORK AT ONCE — simply plug-in Price $3.95 each 
to install. Light shows when unit is on. Any ; : . 


girl can learn to operate the KD Quick Bagger 
in minutes with professional results 


FOR ANY SIZE PLANT — Basic machine i THE 


single roll for minimum starting investment 
Optional second roll can be attached at any 
time. No spr cial tools needed. Available with = 
yy with-out polyethylene tubing 
COMPANY 
FULLY WARRANTED LOW COST BAGGING MACHINE Low Cost a 2 


when you buy, low cost to operate and less 


maintenance 79 14th Street, Battle Creek, Michigan 









































Division of Bell & Gossett Co NEW PRODUCTS AND LITERATURE an inexperienced person can 


Morton Grove, Ill, was recent safely operate the machine 
ly announced by R. E. Moore Continued from page 9 The new unit also features 
president of the company explosion-proof switches and 
Mr. Woods has been with timer control motors. A di 
Marlow since 1947 when he be- 6,000 gallons ly r motor heating. In the picture, vided basket, claimed to be per 
ame a district engineer for the hour irrows show the direction of air fectly balanced, is designed t 
division. In 1954 he was pro For a copy of the catalog flow provide faster cleaning action 
noted to sales manager, Before write to Portmar Water Heater The new motor also features For further information on 
joining Marlow Mr. Woods Company Im 193 Seventh a large aluminum cooling fan, the Solvo-Matic write to Carter 


was district manager and sales St.. Brooklvn 15. N. special fit bearings with grease Machinery Company, 1412 
engineer for Yale and Town reservoirs, a special fan to cool Houston St Grand Prairie, 
Corporation. During the | the bottom motor bearing near- Tey 

war Mr. Woods joined tl r Reverse Air Flow Motors st to the vacuum head, spring 
Fore as a cadet and serve loaded grease relief on the bot 
awn aircraft maintenance officer . tom bearing and lintproof con 


Resilient Floor Surfacing 
He was graduated from Purdue struction zy, . 


University in 1943 with a de \ special tube of high-tem 


ree in me inical engineerit peratured ball-bearing greas« 
with a long nasal tip is avail 
ible This grease can be in 
Risdon Appoints Bishop erted directly into the motor 
frame for lubrication 
Phe Risdor Manufacturin For further information writ 
Naugatuck, Conn., has aj to Lamson Corporation, Lam 

winted L. Norman Bishop its son St.. Swracuse 1, N. Y : 
representative in lowa, Ne bra A new resilient floor cover 
ka Missouri. Kansas. Arkansas ing with a nonslip surface has 
Oklahoma, Louisiana and Carter Washer-Extractor been introduced by Minnesota 
Texas. Mr. Bishop will have his 4 new automatic 60-pound Mining and Manufacturing Co 
headquarters at 1918 W. 30tl washer - extractor combination Called Scotch-Tred, the mate- 
St.. S.. Wichita, Kans drvcleaning unit for use with rial is flexible enough to be 

Mr Bishop has had 25 vear petroleum solvents is now being bent double, yet In laboratory 
ff experience in the industry Lamson Unit Drysets are offered by Carter Machinery wear tests outwears most pop- 
He is a former plantowner and now available with new reverse Company. ular floor-covering materials, 
for the past six years was iir flow motors which are said The new Solvo-Matic has the company says. 
branch manager for one of the to operate at much lower tem- only one control and_ three Made with dimensionally 
leading laundry jobbers in the perature than a standard mo- switches are used in the entire stable plastic film backing, a 
Midwest tor and to eliminate excessive operation. According to Carter, waterproof adhesive and a 
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bonded - particle surface, the For further information write as dilute acetic acid, Simple to to Time Savers, Inc., 83-99 Wal 


new floor covering is said to be to Color Baskets, W 
non - sparking non - abrasive, Bros., Prospect St 
ind resistant to oils, chemicals sie, N. ¥ 
solvents and many acids 
Scotch-Tred floor covering, in 
beige, black and gray, comes in Tannin Stain Remover 
standard 96-toot rolls 4, 6, 12 
18, 24 and 36 inches wide 
%-by-24-inch strips, and in 9 
by-9-inch tiles. Custom shapes 
can be made to order 
For further information write 
to Minnesota Mining and Man 
ufacturing Co., Dept. F8-233, 
100 Bush St., St. Paul 6, Minn 


Colored Canvas Baskets 


Colored canva baskets and 
hampers are now available from 
W. T. Lane Bros. as standard 
equipment. Previously the com- 
pany had been pr ducing col 
ored pieces on spt ial rder 
only 

Units are available in five 
standard colors—white, silver 
red, green and blue. The silver 
units are plasticized for wet 
work, making them mildew-re 


sistant and wete rproot 


According to Lane, tl The Stamford Chemical Com- equivalent of a semi-automatic 


basketload identification and the removal of tannin 
] 


internal materials handling sys- The new product, Stamford men’s shirts, for boys’ shirts and tion NATIONAL CLEANER 
tems, as well as to harmonize claims, is more effectiy 


vit} ill-offi de I General Formula and 


The Industry Demands I, 
So We're Reprinting 


DO-1T-NOW 


IN HANDY BOOKLET FORM 


Yes, scores of drycleaners want DO-IT-NOW in 
handy booklet form. And to satisfy them, we're 
publishing the booklet immediately 

DO-IT-NOW started back in our July 1958 issue 
and has continued — chapter after chapter — in 
every issue we've published since that time 

The DO-IT-NOW booklet will put in one place 
the complete facts, help and guidance drycleaners 


s are being used to simplify pany has introduced Trik 
stains Models ar available for 


use, Trik is packaged in poly- nut St., Montclair, N. J 
ethylene pints 
For further information write i ’ 
[he Stamford Chemical Redeposition Kit 
ompany 45 Jefferson St 
ord, Conn 


Expanding Collar Shaper 


A new electrically heated ex- 
panding collar shaper has been 
announced by Time Savers, Inc. 
Known as the CPC Collar 
Form-R, this new self-contained 
unit can be mounted on almost 
any type of table in 45 minutes 4 


new kit designed to solve 


Says its manutacturer 

s < the problem of redeposition is 
Fabricated of heavy-gauge 
, 


steel, the Collar Form-R assem 
bly includes scientifically con 


now available from The Davies 
Young Soap Company 
Based on research conducted 
y ] } 
toured forming blocks  witl be Se alt B Teediee. Ge 
15-degree pitch, a troublefree 


firm’s research director, the new 
electric heating unit, electric 


: kit consists of three gallons of 
terminal block and an air cylin- tReet DEW ealstinn fous 
der 

As an optional extra a spe 
cially designed foot-treadle valve 
for converting old-style foot 
treadle tables to semi-automatic YOUR REQUEST 
operation is available. With the 
addition of a Time Savers’ Fold for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your let 
terhead. Be sure to men 


specially treated towels, and 





master folding attachment, the 


for folding table is achieved 


} 


than ladies blouses A TER 
YE 
Sate For further information writ 











want in bringing every step of their business oper- 
ation up to highest efficiency, best results and 
healthiest profits 

In just this one booklet you'll find chapters de- 


voted to 


PACKAGING AND DELIVERY 

INSPECTION AND FINISHING 

MARKING, CLEANING AND SPOTTING 

HIRING, TRAINING AND MOTIVATING EMPLOYEES 
POWER EQUIPMENT 

19 SIDELINES TO PROMOTE MORE PROFITS 


With its money-making facts and its practical check lists, the 
DO-IT-NOW booklet is one you'll want to place in the hands 
of every key employee on your payroll. To make sure you get 
the copies you need, just fill in and mail the coupon. We'll 
reserve your quantity for you 


To: NATIONAL CLEANER & DYER, 305 East 45th Street, New York 17, N. Y. 


Please send me copies of the DO-IT-NOW booklet at $2.00 each 


My remittance for $ is enclosed 
Nome 
Company 


Street 


December, 1958 





SMALL STEAM TRAP 


but large capacity! 


New Design 
New Operating Principle 
Small as a tee fitting! That’s 
the Sarco TD... 
to 1 ' 
don’t let 
ol you! 


all sizes 
‘ 
But 


size fo 


the small 
Sarco TD, 
for example, has capacity of 


280 Ibs/hr, 150 psi, saturat- 


ed steam temperature. 

Capacity is determined, 
ilkky body, but by 
the effective orifice, valve 


and 


SARCO 5; 


not by a b 


action, pressure drop, 


ondensate temperature. 
Few of many advantages 
Same trap and large capac- 
for all pressures, 
10 to 600 psi. light or 
Self-adjusting. 
Has no valve mechanism. 
Only one moving part. 

Ask for 60-day trial trap 
and strainer. No cost or ob- 
if satis- 
use. Sarco 

Madison 
N. Y 


ity seat 


heavy loads 


ligation. 

fied. 
Co 
Ave 


Buy only 

Specify size, 
Inc., 635 
New York 22, 

2228-F 


STEAM TRAP 
cunts 


THE MODERN TRAP THAT !S MAKING STEAM TRAPPING HISTORY! 


}-pound pail f Dvsco silk and 


soap 
The towels are 
vith the solution 

laced in the 

1) pounds t 
le uned The 
t usher tor tk 


ins, then re 


saturated 
und one is 
washer for eacl 


lothe s 


towels are 


being 
left in 
uur consecutive 
moved ¢ xtracted 
und dried After being 
vith Dysco they ar 

} 


The loose dves saits 


cle uned 
re used 
ind sugars 
will ad- 
Davies 
Ordinary cotton 
iffinity for 
while damp 


1usIng re ce position 
to the 


loung 


ere wet towels, 

States 

loth has a great 

this accumulation 

otton will even more 
solution 


The RDR makes the 
] 


towels extremely sensitive to the 


remove 


ontaminants 
Cleaning with Dysco is neces 
after 


bec one 


sary since, several 


the t 


runs 
wels dingy 

information write 
Soap 


Day 


For further 

The 

Company 705 
Ohio 


Davies-Young 
Albany St 
ton | 





YOUR REQUEST 


further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your let 
terhead. Be sure to men 
tion NATIONAL CLEANER 
& DYER. 


for 





Cartoon-Ad Program 
































NAME 
Address 





Phone 














A newspaper advertising pro- 
consisting of a series of 
ads covering every 


gram 
cartoon-type 
important phase of commercial 
cleaning and laundry is now be- 
ing offered by J. H. Korff Ad- 
vertising 

Each ad presents a believable 
situation where a cleaning or 
laundry suggested with 
direct copy carrying the selling 
message, “It's 
scriber’s name 

All ads are 


and 


job 1s 


a job tor ({sub- 


furnished in mat 


form ready for newspaper 


now 


with Gross Star 


Perfect Finishing for 


WASH-N-WEAR 


TRIPL-SAFE 


Grid Plate 


or Gross Star TRIPL-SAFE perforated hot head plate 


YES! Perfect heat at head for synthetics, silks, 
wools, cottons, any known fabric—with clouds of 


steam and NEVER a jet. 
Triple Filtering cuts heat, 


ends jetting, stops nickel 
marks. ( 
Scientifically \ 


Napped Surface 
is part of 

the plate, 

can’t weer 
off—will 

NOT SHINE 

any 

fabric. 


<f 


Single 
Plates 
Still only 
Under 46” 
Over 46” 


Mushroom 


From Your Jobber—#insist on this f 





LOW COST 

TRIPL-SAFE 

GRID PLATE 
Under 46” ... $29.75 
Over 46” $38.75 
Mushroom $21.75 


$16.85 
$21.75 
$12.50 














GROSS STAR TRIPL-SAFE GRID PLATI 


MFD 


L. BEHRSTOCK CO 


PATENT 


APPL'D FOR 1708 S. STATE ST 


insertion. There is a choice of 


one. or two-column ads 

For further information write 
to J. Korff Advertising, 833 
Iroquois, S. E., Grand Rapids 


Mich 


Rain-Guard Water Repellent 


A new water repellent for all 
outer garments has been intro- 
duced by National Cleaners 
Chemical Mfg. Co. Called Rain- 
Guard, added by dip 
or reservoir method and is said 
to prevent water-spotting, soil 
and stain without affecting the 
texture of the fabric. 

Rain-Guard is being offered 
with a complete merchandising 
package. A pair of three-color, 
giant window posters (pic- 
tured) is included besides store 
signs, lapel badges for store 
clerks, button tags for finished 


it can be 


BY 
WITH BUILT-IN 


TEAM FILTER 
CHICAGO 16. ILL on : 


four-ad 
ad mats. 

For full details write to Na 
tional Cleaners Chemical Mfg 
Co., 2807 W. Lake St., Chicago 
12, 


and a 
ot newspaper 


garments Series 


Steam Boiler Bulletins 


A new three-color folder giv 
ing general specifications and 
sizes of the Sellers Model 77-E 
Immersion Steam Boilers is now 
being offered by the Sellers En- 
gineering Company. Each boil- 
er is a complete package unit, 
from 10 to 80 hp. 

Bulletin No. 5208 describes 
the new design of all Sellers 
gas-fired steam boilers and hot 
water heaters, which is said to 
insure quiet operation and free- 
backdraft hazards 
with completely automatic op- 
eration. 

A two-color, four-page folder 
describing the Sellers Model 
105 Immersion Steam Boilers 
(105 to 400 hp.) is also being 
offered. The direct benefits of 
immersion firing in gas-fired 
boilers are set forth in Bulletin 
No. 5209 

For Bulletin 5208 or 5209 
write to Sellers Engineering 
Company, 4876 N. Clark St., 
Chicago 40, Ill. . 


dom from 
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PEOPLE AND 
PLACES 


4 grand opening was held re- Mr. 
cently at Esquire Cleaners and 
Tux Shop, 3858 W. Sepulveda 
Blvd., Torrance, Calif., by John 
Lococt who also operates an 
establishment at 1806 S. Cata 


lina St. in Hollywood Riviera 


and Mrs. Tommy Carlson 
have purchased Eden Tex 

Dry Cleaners from Mrs. S. R 
Williams and Mr. and Mrs 
Lloyd Smith. The Carlsons als 
wn Carlson’s Cleaner ir 
Brady 

An celebration 


Dick 


opening 
held recently at 
Cleaning Center 
Ave., Fontana, ( 
tablishment was 
known as Arrow 


was 
Adams’ 
S181 Sierra 
lif. The es 
pre viously 
Cleaners 


A. L. Soares and Walter Swan- 
son have pure hased Ne Ww ] ook 
Cleaners,, 553 Kentucky St 

Gridley, Calif., from Mrs. Ida 
Spear and Tony Soares 


Golden Rule Dry Cleaners, 1335 
Lincoln Ave., San Calif 

has been taken over by Emmett 
E. Campbell, who also owns 
Cambrian Plaza Cleaners in the 
Pala Shopping Center 


Mr. and Mrs. Floyd Prescott 
and their son, Rodney, are now 
operating ABC Cleaners at 1110 
Pearl St.. Boulder. Colo.. former 
location of Phillips Cleaners 


lose 


leased 

Shop- Announcement has been made 
Ave. and of the sale of Black & White 
Park, Cleaners, 129 W. Bill Williams 
nstruction Ave., Williams, Ariz., by Tachie 


Welan’s Cleaners has 
space in the Westridge 
ping Center, De Soto 
Blvd., C 


now under 


Roscoe 


Calif 


inoga 


“Freshen 
the Impression” 


with Pork: 


..and keep your customers’ 
good-looking clothes looking their best! 


*Stautter’'s Perchiorethylene 


STAUFFER CHEMICAL COMPANY 


380 Madison Avenue New York 17,N.Y. 


Stauffer 


iy) Order Stauffer’s ‘Perk’ in the blue-striped 
| barrel from Drycleaning Supplies Distribu- 
tors everywhere. 


December, 1958 


und Liz Navarro to Mz: 
Mrs. Robbie Smitl 


wood. Calif under tl 


of Elmer BI ins 


igement 


Rupert Dryden has purchased Belfair Cleaners 
Stockton (Kans Dry Cleaners branch at 4007 
from Frank Anspa | Dr.. Los Angeles, ¢ 
ng to Lou Katz 
organization 


has opened a 
City Terrace 
alif ict ord 
head of the 


La Mirada (Calif. 
1as been opened in the new La 
Mirada Shopping Center. Ths 
establishment, owned by Perth 
Dye Works, will be managed Tex 
by Jim Kellar i graduate of 

the NID 


Cleaners 


James T. Wright has purchased 
Modern Dry Cleaners, Eastland, 
from Mrs. Stanley Hake 


been 
Ave 
Eddie 


Crown Cleaners has 
opened at 84] Orange 
Fashion Cleaners has been es- Coronado, Calif 


tablished in the Plaza Red Black 


re) 


Gifts and 
lighted the 
ently of Swift 
drive-in unit at 
Ave.. Union, N, | 


rides high- 
opening re 


Cle aners new 
1=9 


pons 
grand 


Mr. and Mrs. Joseph Bronchella 
have pur hased Mi-lo Cle aners 
626 Mamaroneck Ave., Mamaro- 
neck, N. Y., formerly known as 


Save-On Cleaners 


Morris 


Plans have been filed for con- 
struction of a drycleaning estab 
lishment at 1196 Hylan Blvd., 
Dongan Hills, N. Y.. by Mari 
DeMartino 


4 grand opening was held re- 
ently at Brite Cleaners, Inc., 
735 Main St., Stroudsburg, Pa 
James Nicolais is president of 
the new establishment and 


WUoaahelte cir 


AMERICA’S LEADING OPEN-END WASHER 


alse 


THE WISE ONES OWN .. 


Vlazshette 


Profits go up! 


Costs go down! 


# > 


WASHETTE—the 
perienced successful 


hoice of ex 
up-to-the 
minule commercia aundry 
operators 
WASHETTE—completely fiex 
ible, hand'es all washing jobs 
arge or small! 
WASHETTE—higher production 
turns oul more work faste 
more uniformly clean 
WASHETTE—low origina! cos! 
less maintenance, rugged stain 
less steel construction 
Only WASHETTE offers complete 
line pedestal and cabinet models 
sizes 25, 50, 75, 100 tb. Automatix 
with supply injector, semi-automati< 
manual, ond automati 

Write for FREE brochure 
WASHERS - EXTRACTORS 

DRY TUMBLERS 1 


48-Hour Shipment on all Standard Models 


Caahk Machinery Ce. Le 


4301 5S. Fitzhugh Ave. poe 10, Texas 








GAS BOILERS OIL BOILERS 


| 
| 
Vertical tubular | Vertical tubular 
Vertical flueless Vertical flueless 
Portable horizontal Portable horizontal 

Fully automatic units including boiler feed or complete 
return systems. All boilers ASME Code & National Board. 


42nd Year 
Over 10 sq. ft. heating surface per H. P. all sizes of HRT's. 


P. M. Lattner Mfg. Co. Cedar Rapids, lowa 


Declers & Distributors most everywhere 











t Spotless | ners n dun ng N y by Mr ind Mrs 
re Ralph Overstrom DOMINION of CANADA 


Lincoln Cleaners, formerly at Adrian's. drycleaning establish- 


6 Lincoln Av Bridgeport ment in Great Neck, N. Y., has 
Conn., has been moved to the added new finishing equipment 


Food Fair Bldg. at West and according to Charles Lazarian 
Uivision Sts wner 


Everett A. Greel has purchased 
S. D'Agostino Cleaning and 
Tailoring on Central St.. Man 
hester, Mass.. from Salvatore 


D'Agostino. who has retired 


Aylmer (Ont.) Cleaners and Ont., according to a recent an 
Dyers has been sold to R. A. nouncement 

Smith and R. E. P. Hamilton 

Vendors were Ray S. Sheppard : 

and the executors of the estate Mrs. Amy Martin has been ap 
of the late Robert D. McEwan ong pons ot ~ -_ 
\ - Martin J. Anton has opened his It was announced that the firm Johmny-on-the-. pot rive -in 
me al ee Beaver = 1 7 1 he second drycleaning establish- name will now be Aylmer proomcmeg Ny, Marine; Dr., Van 
ship Cleaners, 202 Jefferson St., ™ent at Manasquan Circle and Cleaners Ltd couver 

Bridgeport, Cont Route 35, Point Pleasant, N. J 


Fire destroyed Harris Cleaners, 
917 Springfield Rd., Darby, Pa., 
recently, with damage esti 
mated at $45,000 


A construction program esti- A grand opening was scheduled 
Leonard Furman has leased VYosue Dry Cleaners. 222 Out- mated at $20,000 has been recently at Manor Cleaners at 
property at 1384 Avenue of the Water Lane, Garfield, N. J., planned for Davis Cleaners the Grantham Plaza on Scott 
Americas. New York. N. Y.. for held an open house recently to | td.. 204 Carleton St., Toronto, St., St. Catharines, Ont 
establishment of a drvcleaning Celebrate its modernization and 
ind laundry concern expansion 


Kern Cleaners, W. Franklin St.. Mayor James Egolf officiated at 
Slatington, Pa., has been sold the opening of Orchid Cleaners, 
by Harry Kern. Ir.. to Donald Irving St. and W. Grand Ave., 
nd Russell Pug! Rahway. N. J.. the firm’s eighth 
unit 

Earl Blakeslee of Earl's C . , . , ‘ 
ers, Fulton N , — Kase Kleaners, which recently Pantorium Cleaning, Broadway Mart Dry Cleaning, owned by 
4 permit to build a drycleaning expanded its headquarters at and Shoup Ave., Idaho Falls, Mary L. McSperitt, Emma F 
establishment at 415 S. Second 227 Nassau St., Princeton, N. J., Idaho, operated by Howard Howard and Mr. and Mrs. El 
Rogers, has added a new front. don Riley 





St has opened a branch at 33 Pal 
mer Square 

Classic Dry Cleaners and Shirt T & M Cleaners, Inc., has pur- John J. Schiller, owner of 

Laundry was scheduled to be Rocky and Mary Astrolgo have chased Danna’s Cleaners, 9026 Woolen Cleaners and Laundry, 

ypened in the shopping center opened Village Cleaners in the N. Jersey St., Portland, Ore. 1205 S. K St., Tacoma, Wash., 

't 203 W. Pulteney St.. Corn- Arcade Bldg.. Bedford, N. Y. T & M is a subsidiary of Town has opened a newly constructed 





This is the famous McBRIDE UNIT HIGH SPEED 


reborn and distributed by Kirk's. EXTRACTORS 
Men’s $50.00 — Ladies’ $52.50 


f.o.b. Chicago @® MANUAL OR FULLY AUTOMATIC 


There are literally 2,000 of these @ COIN OPERATED FOR UNATTENDED STORES 
units in use, many needing neu 


heating elements and rebuilding. BOCK WORK CENTER—WASHER AND EXTRACTOR 
Send them in for rebuilding—price 
$12.50 and up depending upon See your Laundry Machinery Dealer 
condition 


KIRKPATRICK SPECIALTIES CO. BOCK LAUNDRY MACHINE COMPANY 


1731 W. Fulton Chicago, Hl. %LEDO 2, OHIO 


EXTRA 
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NO COSTLY REFRIGERATION! 


NO COSTLY 


INSTALLATION! 


NO COSTLY INSULATION! 


INEXPENSIVE CONSTRUCTION! 


Saves You Thousands of Dollars 


Y 


‘be 


Builds Real Profits Quickly . . 


RELIABLE MACHINE WORKS. INC. 


231 EAGLE STREET. BROOKLYN 22. NEW YORK 


and expanded plant at 5411 
Lake Steilacoom Ave. in Lake 
view Village. The firm recently 
elebrated its forty-ninth anni 
versary 


A grand opening was held re- 
cently at Fashion Cleaners, 
33rd St. and Rucker Ave., 
Everett, Wash., by John Vid- 


ricksen owner 


New equipment has been added 
at Newton’s Cleaners, 1202 
Princess St., Wilmington, N. C., 
by Marvin Newton 


Paul Hooper has purchased 
Warren's Nu-Way Cleaners, 405 
N. Second St., Paragould, Ark. 
It will be operated as Paul’s 
Nu-Way Cleaners. 


A grand opening was held re- 
cently at Murray (Ky.) One 
Hour Cleaners, 295 Main, by 
Clarence Bryant 


Felton’s One-Hour 
Third Ave. 
Franklin, 


Cleaners, 
and Franklin St., 
Va., celebrated _ its 


December, 1958 


A drycleaning establishment has 
been opened by Mr. and Mrs 
Robert DeShaw in the former 
County Court House Bldg. in 
Wibaux, Mont 


Mr. and Mrs, J. R. Kennedy 
have purchased Model Clean 
ers, 1910 First St., Tillamook, 
Ore... from Mr. and Mrs. R. M 
Cline 


grand opening recently 
Roland Felton is the owner 


Atomic Dry Cleaners has been 
opened by Polly and Doc Fields 
in a completely remodeled 
building at 201 S. Main, Good 
lettsville, Tenn 


E. L. Edwards has sold a share 
in Berea (Ky.) Dry Cleaners, 
located on Short St., to Curt 
Pigg, an employee for the past 
eight years 


Construction has begun at 800 
W. Powell St., Dothan, Ala., 
for the new headquarters of 
Swiss Dry Cleaners, now at 24] 
E. Trov St 


NORTH CENTRAL 


Elmer J. Taylor, owner of Ray- 
Mar Cleaners, Leesburg, Ohio, 
announced plans to con 
struct a building addition and 
idd new equipment 


has 


Darko & Sons, drycleaning firm 
of Indianapolis, Ind., will open 
i branch at 3609 W. 30th St., 
Eagledale, about January 1, ac- 
cording to a recent announce 
ment 


Marshall Raw has 
Knutson New-Way 
Benson, Minn., and will operate 
the establishment as Raw’s 
Cleaners 


purchased 


Cleaners, 


Extra space has been added at 
DeLuxe Cleaners, 5407 W. 
Houghton Lake Dr., Houghton 
Lake, Mich., according to Rus 
sell L. Weston, owner 


Abingdon (Ill.) Cleaners held 
an open house recently to cele- 
brate completion of a moderni- 
zation program, Owners Everett 
and Louise Adcock, Roland and 
Edith Adcock and son, Dan 


SAFETY! 
NO steam 


marks, moire 


or heat- 


damage...NQ 


glazed seams 


SIZES TO FIT ALL MODELS 
y OF CLEANERS PRESSES 


EVANSTON 
ILLINOIS 


also own and cperate Glo-Ton 
Cleaners in Galesburg 


John M. Cusack, owner of Van 
Dyke Cleaners and Shirt Laun 
dry, 636 E. 63rd St., Kansas 
City, Mo., has purchased Mis- 
sionhill Cleaners, 5922 Outlook 
in Mission, from Mr. and Mrs 
William H. Melton. A branch 
at 8039 Santa Fe Drive in Over- 
land Park is included the 
transaction 


Mr. and Mrs, Carl Gertsen have 
established Top Cleaners at 
24813 Greenfield at Ten-Mile, 
Oak Park, Mich. This is the 


third location for the Gerstens 


LaSalle Cleaners, Hutchinson. 
Minn., has added new shirt 
laundering equipment 


Curtis Cleaners has been opened 
at Main and Hudson St.. 
Lowell, Mich., according to 
Richard Curtis. New self-service 
laundries have been opened in 
Muskegon and Battle Creek by 
the company in the past year 
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Plant Managers 
Supply Salesmen 
Specialty Salesmen 


DID YOU 
MAKE MORE 





MONEY 


IN 1958 
THAN YOU 
MADE IN 





1957? 


iF YOU DIDN’T— 


You may want to become a member 
of one of the industry’s leading sales 
organizations 


WHY? 


Because our average salesman DID 
make more money in 1958 than in 
1957. Our business—profits 
ries—all increased 


sala- 


IF YOU ARE 


High school graduate in upper 3 
of class 

Have drycleaning plant experi- 
ence 

Have sales experience or an in- 
terest in selling 


REPLY TO 
Box No. 8681 ¢/o National Cleaner & 
Dyer, 305 East 45th Street, New York 17, 
New York 


(All replies confidential) 





N.1.D. NEWS 





Record Convention Seen: The sale of 
exhibit space for the 1959 NID con- 
vention and exhibit in Convention 
Hall in Atlantic City, N. J., March 
5-8, is breaking all records, according 
to George P. Fulton, NID general 
manager. As of October 23. 150 ex- 
hibitors had contracted for 45,000 
square feet of exhibit space 

All room reservations are to be 
made through the Convention Bureau, 
16 Central Pier, Atlantic City, N. J. 
The Chalfonte-Haddon Hall will be 
the headquarters hotel and site of the 
meetings 

An elaborate “Streets of Paris” 
party Thursday evening, March 5, at 
the Chalfonte will repeat the popular 
get-together of 1957. A fashion show 
Friday night and the annual banquet 
and floor show are other entertain- 
ment features scheduled. 


Management Graduates: Six students 
from three states and South Africa 
completed NID’s forty-seventh man- 
agement course on October 17. Shown 
from left to right, front row: Nick 
Dorsey, Phillips Drycleaning Com- 
Perry, N. Y.; John Cameron 
MacIntosh, Holiday Cleaners, Santa 
Monica, Calif.; Charles E. Mitchell, 
Jr., Regal Laundry, Regal Zoric Dry 
Cleaners, Baltimore, Md. Back row: 
Keshave Thakor, Kismet Dry Cleaners 
& Steam Laundry, Durban, Natal, 
South Africa; Wilfred A. Creighton, 
Pilgrim Laundry Company, Boston, 
Mass., and J. A. Menefee, Vogue 
Cleaners, Glendale, Calif. 


pany, 


Dr. Lyle Addresses Fashion Group: 
Dr. Dorothy S. Lyle, director of con- 
sumer relations for NID, was the fea- 
tured speaker at the monthly meeting 
of the Washington (D. C.) Fashion 
Group. Dr. Lyle told three dozen 
members and their guests how 1959 
fabrics might be expected to perform 
and discussed current fabric behavior 
problems. 

Dr. Lyle’s book, “Focus on Fab- 


rics,” was donated as a door prize by 
the Institute Cleaning Plant. It was 
won by Mary Gaghan, fashion co- 
ordinator of Woodward & Lothrop’s 
branch department store in the Wash- 
ington, D. C., area. 

*F 

Educational Conference: The Na- 
tional Institute of Drycleaning con- 
ducted an educational conference on 
October 25-26 at Corby’s drycleaning 
plant in Summit, N. J. NID’s Ress 
Wright lectured on finishing and 
Charles Riggott analyzed plant man- 
agement and personnel. Cleaning and 
laundry operators representing 18 of 
the larger plants in the area attended 
the Saturday conference. The Sunday 
audience represented 31 plants with 
the same conference being repeated 


Warning on Mohair: NID has issued 
a consumer release on the special dry- 
cleaning care required for the various 
weaves of mohair. According to this 
release, mohair is synonymous with 
fashion in clothes this season, but calls 
for careful shopping and special at- 
tention in drycleaning 

Current Publications: The problem of 
drycleaning dresses with pinch-pleated 
bodices is discussed in Fabrics-Fash- 
ions Bulletin FF-49, The bulletin also 
has a reference chart for identification 
of fur-type pile coatings. 

Fabrics-Fashions FF-48 deals with 
the causes and cures of yellow streaks 
in draperies. 

Fabrics-Fashions FF-50 deals with 
the properties of Verel, a new modi- 
fied acrylic fiber. It was announced in 
1956 by Eastman Chemical Products 
Inc., a subsidiary of Eastman Kodak 
Company, and is now being manufac- 
tured by Eastman Com- 
pany. 

Several of the more popular types 
of incentive plans and the advantages 
and disadvantages.of each are ‘dis- 
cussed in Management Bulletiry M-56. 

The purpose of, Management Bul- 
letin M-57 is to point® out the basic 
principles which must be taken into 
consideration during the planning of 
a plant layout. 

A new study of insect damage on 
synthetic fabric is reported in Techni- 
cal Bulletin T-375. 


Tennessee 
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eS ee Ld 
THE KEY TO CONTROLLED 


LENGTH DRAPERY FINISHING 


7 
FOLD Use A-C R é, 


p, Sc os aaa eee rs 


The only drapery process that can offer you 
® GUARANTEED LENGTH © MEASUREGRAPH CONTROL 
Franchises available to qualified petroleum solvent plants only—WRITE 


flo Oy SYP LE ty Ca yo. 


5999 EAST S6TH STREET 


INDIANAPOLIS, 


OBITUARIES 


INDIANA 


Rosemond J. Cormier, 52 


tavette, 


Cleaners, La 
ot Latavette, M1 


business for the 


owner of Cormie: 
A native 
drycleaning 
his wife. 


Louisiana, died recent] 


had been in the 
clude 


(Cormier past 


30 vears. Survivors i mother and two daugh 


ters 


Oscar J. Jensen, 62, operator of a drycleaning establishment 
in Enterprise, Oregon, died recently. M1 
by his wife, son and ste pson 


Jensen is survived 


Milholland, 65 


dic d 


Thomas Eugene president of Zenith, Inc 
Dallas. following A na 
tive of Arkansas, he came to Texas with his parents at seven 


Texas, recently a heart attack 
Vas commissioned a second lieutenant In 
the U. S. Army in 1917 and was discharged in 1919 as a 
major. Mr. Milholland established Zenith in 1920. He 
member of the National Institute of Drycleaning and served 


as president of the organization from 1950 to 1952. He 
Southwestern 


vears of age. He 
was a 


was 
also a past president of the Cleaners and 
ind of the Texas Association 
Milholland was a life of the Sales 
Dallas and Lakewood Club, a 
board member of the State General Life Insurance Company 
of Dallas and the American Life 

Austin. He founded the Gospel Press 
handles national 


Dvers Association of Cleaners 
ind Dyers Mr 


manship Club of 


membet 
Country 
Insurance Company of 
which 
h of 


two 


an organization 
Chur: 


is wite 


idvertising for members of the 
Christ throughout the 
brothers and two 


country. Surviving are h 


sisters 


Otis F. Nelson, 56, operator of Nelson’s Dry Cleaners, Am 
Nova Scotia, ( died on Octeber 3. Mr. Nelson 
had operated the drycleaning establishment since 1939. He 
was a member and past chancellor of the Knights of Pythias 
Chignecto Lodge. No. 11. and a Alexandra 
Lodge AF and AM 


son 


herst, anada, 


member of 


Surviving are his wife. daughter and 


Robert W. Russell, 66, former owner of Reliable Dry Clean 
ers, Saginaw, Michigan, died recently. He 
the U. S. Army during World War I 


mother, three sisters and a brother 


had served in 
Surviving are his 


Erwin F. (Colorado) Clean 


Tonsing is survived 


Tonsing, 51, owner of Holyoke 
ers, died of a heart attack recently. Mr. 
by his wife, father and two sons, 
ciated with him in the drvcleaning establishment 


one of whom was asso- 


December, 1958 





GARMENT RETAINER 


An Inexpensive, Deluxe Service 
that brings in new customers. 
Maintains lapel roll with a ‘‘just 
off the press’’ look. Easy to use 
any style coat. Brings customers 
back for more. 
ORDER TODAY OR ASK 
YOUR JOBBER 


Jobbers send for attractive 
box display. 


Coat Retainer Company 


137 Haggin St., 


Pat. 2641390 


San Antonio 10, Texas 











ANNUAL CONVENTIONS 


December 5, 6 and 7—Michigan Institute of Drycleaning, 
Detroit-Leland Hotel, Detroit 


December 6 and 7—Wisconsin & Upper Michigan Dry- 


cleaning Institute, Schroeder Hotel, Milwaukee. 


1959 


and Drycleaning 
Fort 


16 and 17—Texas L: 
Will 


January 15, 
Association, 


Worth. 


sundry 


Rogers Memorial Coliseum, 


January 17 and 18—Minnesota Institute of Laundering and 
Gleaning, NicoHet Hotel, Minneapolis 


January 17, 18, 19 and 20—National Institute of Rug 
Cleaning, Mark Hopkins Hotel, San Francisco, Cali- 
fornia. 


24 and 25—Oklahoma Association of Drycleaners 
Hotel, Oklahoma City 


January 
Biltmore 


and 26—Canadian Research Institute of Laun- 
and Cleaners, Hotel London. London, Ontario, 


January 25 
derers 
Canada. 


30 -and 


derers and Cleaners, 


31—South Carolina Association of Laun 
Pdinsett Hotel, Greenville 


January 


l1—Utah State Dry Cleaners 


Salt Lake City 


31 and February 


Utah Hotel, 
}—New 


Essex House 


January 
Association, 


February Jersey Laundry & Cleaning Institute 


Newark. 
13, 14 and 15—Iowa-Nebraska Drvycleaners Asso- 


Little National Convention), Fort Des Moines 
Des Moines 


February 
ciations 


Hotel, 


14 and 15—New Mexico Drvycleaners Associa- 


Albuquerque. 


February 13, 
tion, 

March 3 and 4—American Institute of Laundering, Atlantic 
Citv, New Jersey. 

March 5, 6, 7 


Convention 


and° 8—National Institute of Drycleaning, 
and Exhibit, Atlantic City, New Jersey. 


and 26—Connecticut Launderers & Cleaners Asso- 


. Hotel Statler, Hartford 


April 25 
ciation, Inc 


May 14, 15 and 16—Idaho Launderers and Cleaners Asso- 
ciation, Rogerson Hotel, Twin Falls 





NATIONAL MARKET PLACE 


Where Buyers and Sellers Meet 








10¢ a word for the first insertion and 8¢ a word for each subsequent, 
consecutive insertion of the same od. Advertisements set in copitals 
or bold face type 15¢ a word, first insertion; 10¢ a word for subse- 
quent, consecutive insertion. Minimum charge—$2.00 (new or repeat). 

Help Wanted and Situations Wanted ads 5¢ a word for first inser- 
tion, 4¢ @ word for each subsequent, consecutive insertion of same ad. 
Minimum charge—$1!.00 (new or repeat). Capitals or bold face type 
—dovuble these rates. 

Add five words if answers are to come to a box number to be for- 


warded by us. Be sure to write your copy, name and address piviniy 

Advertisements in this department must be in ovr hands NOT LATER 
THAN THE 10th OF THE PRECEDING MONTH. 

Cash must accompany all orders for advertisements in ovr classified 
columns. No book accounts con be opened, as the low charge made 
does not permit this expense. 

Rates for classified advertising ore net. Classified advertising is not 
commissionabie. 





Mail Your Replies to Box Numkters to National Cleaner & Dyer, 305 E. 45th St., New York 17, .N. Y. 








CLEANING PLANTS FOR SALE 





Sacrificing modern Sanitone solvent plant, located in northern Michigan, 
with modern seven-room living quarters on second floor. Established 36 
years by owner. Exclusive cleaners with top prices. All equipment new, 
having been purchased or replaced since 1948. Will sell with or with- 
out property, reason, retiring. ADDRESS: Box 8506, NATIONAL 
CLEANER & DYER. -2 


SOLVENT PLANT IN SOUTHERN CALIFORNIA. $150,000 GROSS. FOUR 
CALL OFFICES WITH AMPLE PARKING. BUILDINGS AND REAL ESTATE 
ON GOOD LEASE. $15,000 DOWN. ADDRESS: Box 8598, NATIONAL 
CLEANER & DYER. -2 


FOR SALE: MODERN, ODORLESS SANITONE DRYCLEANING PLANT 
EQUIPPED WITH TWIN VIC-ECONO UNITS COMPLETE WITH TWO 
MILEAGE-BOOSTER SOLVENT SAVERS. ESTABLISHED TEN YEARS. LO- 
CATED IN SOUTHERN CALIFORNIA'S FASTEST GROWING COMMUN. 
ITY ON THE BEAUTIFUL COLORADO RIVER, WHERE THERE IS GOOD 
HUNTING AND EXCELLENT FISHING FACILITIES. SELLING PRICE 
$75,000 WITH PROPERTY, $50,000 WITHOUT PROPERTY. WRITE MID- 
WAY CLEANERS, P. O. BOX 801, BLYTME, CALIF. 8613-2 


PASADENA, CALIFORNIA, RETAIL SYNTHETIC PLANT twenty years 
same location. $55,000 annual volume, one route 1957 Volkswagon, park 
ing facilities. $35,000 full price, $15,000 down. Retiring. ADDRESS: Box 
8626, NATIONAL CLEANER & DYER. -2 


MODERN SYNTHETIC PLANT in metropolitan Bakersfield, Calif. Popula 
tion 145,000. Good lease. Gross $30,000, showing increase 10°. $19,000, 
$12,000 cash. Terms. Reason, doctor's orders. ADDRESS: Box 8627 
NATIONAL CLEANER & DYER. -2 


SOUTHEASTERN WASHINGTON—modern cleaning plant at Richland in 
the fast growing Tri-City area. Asking $75,000 for this well-established 
business. For further information write TRUST DEPARTMENT, NATIONAL 
BANK OF COMMERCE, BOX 134, YAKIMA, WASHINGTON. 8628-2 


For sale—on Florida's West Coast, modern synthetic drycleaning plant 
Excellent drive-in location on main thoroughfare into town. Reasonable 
price. ADDRESS: Box 8637, NATIONAL CLEANER & DYER. -2 


Cleaning plant 35 x 100 located on busy highway about 20 miles west of 
ALLENTOWN, Pa. Large drive-in, three trucks, equipped to do $2,500 a 
week. $33,000—$15,000 down, balance at 4°... ADDRESS: Box 8650, NA 
TIONAL CLEANER & DYER. 2 


MODERN DRIVE-IN SANITONE DRYCLEANING PLANT IN DENVER 
AREA, FULLY EQUIPPED. HIGH PRESTIGE WITH TOP PRICES. ESTAB- 
LISHED 35 YEARS AGO BY OWNER. $75,000 ANNUAL VOLUME. 
EQUIPMENT AND BUILDING TWO YEARS OLD. WILL SELL OR LEASE 
BUILDING. ADDRESS: Box 8669, NATIONAL CLEANER & DYER. 2 


Cleaning plant in beautiful Yakima Valley. Too much for woman oper 
ator to handle. Will sacrifice $6,500, French Cleaners, 502 
W. Yakima, Yakima, Washington 8670-2 


some terms 


For sale—Cleaning plant. Sudden death of partners requires quick sale 
Modern eight-car drive-in plant, new Butler automatic machine. Over 
$100,000 gross at $1.50 prices in Ohio. Shirt unit, hats, large fur storage 
Two excellent trucks. Good equipment. Same owners since 1926. Will fi 
nance with $25,000 down. Sell with or without 14-year-old 55 x 120 build- 
ing on busiest street. Make offer. ADDRESS: Box 8671, NATIONAL 
CLEANER & DYER. -2 
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Modern well-equipped plant with fur storage vault. Central Ohio town 
Good business can be increased. ADDRESS: Box 8675, NATIONAL 
CLEANER & DYER. -2 


Cleaning plant in southeast Arizona. 1957 cash-and-carry sales $25,000 
Established over 30 years. Priced at $18,500. Reasonable rent paid to 
owner. Wonderful all-year climate. ADDRESS: Box 8676, NATIONAL 
CLEANER & DYER. 2 


CENTRAL MICHIGAN—Modern synthetic plant established eleven years 
Only shop in town. Ideal for family or working couple. $35,000 volume, 
good prices. Complete package includes late truck and equipment with 
light, airy, 40 x 60 downtown building. Price $35,000—terms to suit 
Edmore Cleaners, Edmore, Michigan 8678-2 








CLEANING PLANTS WANTED 


Cleaning plant, laundry, separate or combined. Must gross between 
$100,000 and $500,000. ADDRESS: Box 8634, NATIONAL CLEANER & 
DYER. “1 





Wanted to buy. Synthetic package plant in south or west Chicago suburb 
doing an average volume of $1,000 per week drop-in business. ADDRESS: 
Box 8664, NATIONAL CLEANER & DYER. 1 








FOR LEASE OR FOR RENT 


FOR LEASE—JANUARY 1—MODERN, well-established solvent plant in 
MONTICELLO, ILLINOIS. WIDOW must lease. A real MONEY MAKER 
for right party. ABSOLUTELY must be sober. Prefer family man who 
wants a future. MUST have references. Write or contact Mrs. L. E. Kerr, 
Fashion Cleaners, Monticello, Illinois 8653-20 





Drycleaning shirt and sheet laundry plant in northern Indiana. New, 
modern, synthetic, $50,000 volume, much greater potential. Will lease 
space and plant for ten years to financially responsible party or to chain 
operator. Excellent opportunity to make money. Write full details. AD- 
DRESS: Box 8668, NATIONAL CLEANER & DYER. 20 








BUSINESS OPPORTUNITIES 


PALMA DE MALLORCA, SPAIN: Odorless drycleaning and laundry 
plant FOR SALE or RENT ONLY. | started this plant five years ago when 
there were only three flights a week into Palma. Today there are over 
130 flights a day. Labor is cheap, and prices for cleaning are the same 
as in U. S. The climate is perfect—never freezes or gets too hot. Only 
two small competitors worth mentioning. City population without tourists 
100,000. Reason for selling: the plant does not make any money for me 
unless I am there all the time for constant supervision, which is impossi- 
ble. Yet they gross between $30,000 and $40,000 each year. I only want 
to sell or rent the plant to a responsible person or company. I do not 
want offers to go there and baby-sit it for me. This is a GOLDEN OPPOR- 
TUNITY for the person who can qualify and use it. NELSON B. CRAMER, 
Owner, 4425 E. Anaheim Street, Long Beach, California. 8652-11 











MERCHANDISE FOR SALE 


24 x 36” NYLON NETS ONLY $13.50 PER DOZEN, FINEST QUALITY. 
SEND $1.25 FOR SAMPLE NET. L. S. SUPPLY COMPANY, 211-57 18th 
AVENUE, BAYSIDE 60, N. Y. 8648-45 
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SITUATIONS WANTED 


SALESMEN-DISTRIBUTORS WANTED 





TOP-NOTCH MANAGER: Synthetic planit—shirts. Age 42, able to assume 
complete responsibility. Experienced in all departments. Prefer metro 
politan New York City. ADDRESS: Box 8661, NATIONAL CLEANER & 
DYER. 5 


MANAGER'S POSITION WANTED in drycleaning plant. Have 27 years 
experience in all phases of the industry. Am quality spotter. Can give 
production, can organize and give quality work at minimum cost Syn 
thetic or petroleum plant. Married, childless man, 48 years old with fine 
educational background. ADDRESS: Box 8618, NATICNAL CLEANER & 
DYER. 5 


EFFICIENCY MANAGER—I{ you are having difficulties in your laundry 
or drycleaning business, | can straighten them out. Married, sober, 25 


years experience. ADDRESS: Box 8640, NATIONAL CLEANER & DYER. -5 


MANAGER'S POSITION WANTED. Equipment and supplies salesman. 30 
years experience. Have operated my own business and managed severa! 
large plants 
interview. Ralph A. Hart, 55¢ 


I am 48 years old, married. Can give references in persona! 
Clark Street, Waverly, N. Y. Phone: 1120 


8651-5 


Thirty years experience calling on drycleaning and laundry trade In 
terested in sales and distributorship. Available November 15. ADDRESS 
Box 8657, NATIONAL CLEANER & DYER. 5 


Manager's position wanted in plant where 23 years experience is appre 
ciated, where a future is secure. Strictly sober. ADDRESS: Box. 8658 
NATIONAL CLEANER & DYER - 
Spotter or manager, New York City or suburban area Honest, willing 
hard and able worker. ADDRESS: Box 8672, NATIONAL.CLEANER & 
DYER 3 


SUPERVISOR: 30 year 


second generation 


experience, 
N.1.D 
participate in constructive goals and ideals 
Avenue, Bethlehem, Pa 


production, | training 


age 49, 


supervisi I 
industry married:~ Would like t 


Frank R.' Hart, 507 Second 








HELP. WANTED 


Leading House of Specialties to laundry and cleaning industry is looking 
for several men, presently ‘calling on the trade. Excellent competitive 
line, high commissions, protected territory. Ideal sideline for soap or: 
machinery man. Various territories open. B & G Lieberman Co., Box 227 
Jackson Heights 72, N.Y 8586-7 





Sales manager for family laundry’ and drytleaning plant operating 26 
routes. Modern plant.offering laundry, drycleaning, all specialties. Pro 
duces good quality.. Located in Long Island. Generous starting salary 
Experience and ‘background in the laundry and drycleaning field de 
sirable. Excellent and steady job in wonderful country surroundings for 
one who qualifies Park Street, Blue Point 
N.Y 8608-7 


Write Wesley Springhorn,.5r., 


Superintendent for drycleaning: department in modern plant central New 
York,, capable of» handling production and’ instructing employees in all 
departments Excellent opportunity for qualified man. ADDRESS: Box 
8632, NATIONAL CLEANER & DYER. 7 


DRYCLEANING SUPERINTENDENT: Married man as superintendent in 
dryciéaning department. Midwest. plant employing 12 people—perc 
equipment—air presses. Should have. some N.I.D. training and high 
school education. Position pays $6,000 plus with plenty of opportunity 
for advancement. ADDRESS: Box 8641, NATIONAL CLEANER & DYER. 


Manage a drive-in drycleaning plant in metropolitan Washington, D.C 
with three-routes. Business 40° ahead previous year in August. Com 
plete ‘charge, absentee owner. $100 a week guaranteed drawing account 
plus a percentage’ of net profit. Present volume $100,000 annually. Give 
full ‘refarence, age and experience in dwn handwriting. W. Peeler, 
6227. Baltimore Avenue, Riverdale, Maryland 8644-7 


Experienced design engineer for drycleaning and laundry equipment 
Permanent position. Send resume with qualifications and salary desired 
to Washéx Machinery Corp., 192 Banker Street, Brooklyn 22, N. Y. 8667-7 


SPOTTER, cleaner for quality Detrex package plant. Long established 
Also capable.of pressing in emergency and to assume responsibility 
References. Albany, N. Y. ADDRESS: Box 8675, NATIONAL CLEANER 
& DYER. 7 


PRESSER (fancy). “Also capable of packaging and assembling. Female 


preferred, but will take experienced couple. Quality plant. References 
Albany, N. Y. ADDRESS: Box 8674, NATIONAL CLEANER & DYER. -7 


December,’ 1958 


DISTRIBUTORS-JOBBERS for wire garment hangers. Exclusive territories 
still available. DIAMOND WIRE HANGER CO., CLAIRTON, PA. Mirs. of 
Wire Coat Hangers 8414-14 


Manufacturer's representatives wanted to sell quality foam press pad line 
to jobbers West Coast and New York 
819 N.W. 23rd, Oklahoma 

8612-14 


Attractive commission program 
areas available. Write Norjac Foam & Fabric 
City, Oklahoma 








CONSULTANTS 


IN TROUBLE? Our chemical analysis of garments and laboratory reports 
place responsibility for damage, and save your money. Charges light 
HUBBARD TEXTILE CONSULTING BUREAU, RT. 3, CHARLOTTESVILLE, 
VA. 6040-25 


LET US TELL YOUR*CUSTOMER! Impartial laboratory reports on garment 
damage for settlement of expert testimony for arbitration or 


referee. Prompt. service, reasonable fee. TEXTILE ANALYSIS SERVICE, 
53 Auburn ‘St., Concord, N. H 3635-25 





claims 








WHOLESALE DYEING FOR THE TRADE 


SHARP’S REDYEING COMPANY—DYEING EXCLUSIVELY. WHOLESALE 
ONLY. We are now located in a large building and, in addition to our 
regular service on garments and household goods 
you a complete service or 
nue, Memphis, Tennessee 





are equipped to give 
any size. 977 Jackson Ave- 

160-12 
LOEBL DYEING IS THE FINEST QUALITY PRODUCED. Al! garments are 
deluxe semi-finished, wrinkle-free, soft feel, easy-to-press. Individual 
inspection of each piece assures satisfaction or money back. We special 
ize in draperies, slipcovers and rugs. Loebl’s dye all colors every day 
Quick service to parcel-posi shippers always. Use LOEBL’S EXPERT 
WHOLESALE DYEING SERVICE NOW fo: better work—bigger prolits. 
LOEBL DYE WORKS, INC., 348 W. SALEM AVE., ROANOKE, VA. 7003-12 


rugs and carpets 


Dyeing Is Our Business—‘'Science in the Ari of Dyeing’’ by the South's 
most modern dyehouse. Our 24- to 48-hour SERVICE on garments, house- 
hold items and rugs is unmatched. Let's get acquainted NOW for bigger 
profits. DUFFIN DYE WORKS, 221 County St., Portmouth, Virginie 


7638-12 








SUEDE, LEATHER AND FUR SERVICES 


SUEDES AND LEATHERS cleaned and dyed to perfection. Prompt service. 


Fully insured. Any jacket $3.75. Ship to THE SUEDE KING, 1311 East 
State Street, Sharon, Pa 5234-13 





Suede and Leather Specialists. “‘Lano-Lustre’’ process. Member S.L.R.A. 
Natural oils, color and softness restores. Send for information folder and 
price list. Free window display sign with first job. One-week service. 
Send to—Wardrobe Service, 1304 McGee, Kansas City, Missouri. 8088-13 


Suede and leather garments cleaned and refinished-using the most mod 


ern methods and equipment—GOOD WORK GUARANTEED. Suede 
jackets—$5.00, suede coats—$10.00, handbags from $3.00, gloves (short 
white) 50¢. COMPLETE REPAIR DEPT. Established 1912. COLE LEATHER 
CLEANERS, 1287 SECOND AVE., NEW YORK 21, N. Y., LEHIGH 5-0250. 


8492-13 


Suede and Leather garments cleaned and refinished. We also change the 
color of suede. Send for price list. Advance Leather Coloring, 1628 Pitkin 
Avenue, Brooklyn 12, N. Y 5849-13 


SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed ‘‘"FRENCH- 
TEX"’ process. Jackets—$5, coats—$10. LaFRANCE DYE HOUSE, 7606 
Carnegie Ave., Cleveland 3, Ohio. ‘‘Members of the S.L.R A 7947-13 


Wholesale leather and suede cleaning, redyeing, refinishing. Hundreds 
of satisfied customers in every state Open account Try our exclusive 
DAVOTEX process. You will become a regular customer. C.O.D. 
CLEANING & DYEING CO., 1430 Harrison St., Davenport, lowa. 6055-13 








BUSINESS SERVICE 
DIRECT MAIL ADVERTISING for cleaners that gets new business at low 


cost reactivates 
Kolorcards 





sd customers 
Martin, Inc 4201 


Write for free samples of famous 
N. W. 2nd Ave., Miami 37, Fla 
5947-1C 


Reba 


Double-breasted made single—$9.95. Suits, overcoats, tailoring any kind 
by mail, wholesale. Talis, 11 Pleasant Street, Worcester, Mass 8646-10 


ADVERTISING LEVERAGE, CULTIVATES PRESTIGE. EXCLUSIVE TO 
QUALIFIED CLEANERS FEATURING QUALITY. INFORMATION FREE. 
REFAZE, 22 COLUMBUS STREET, PRINCETON, ILLINOIS. 8680-1¢ 
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TRAINING SCHOOLS AND INSTRUCTIONS 


SEWING ROOM SUPPLIES 





LEARN TAILORING, REPAIRING, DESIGNING and CUTTING on men’s 
and women’s garments. ({ separate books.) Free booklets describing these 
books sent on request. Resident courses also. Master Designer, Dept. K, 
400 S. State Street, Chicago, Ill. 5670-15 
HUBBARD DRYCLEANING AND REDYEING SCHOOL, Route 5, Char- 
lottesville, Virginia. Courses offered in drycleaning (petroleum and 
synthetic), spotting, wetcleaning and dyeing. Study while you work and 
do both to advance yourself. Catalog sent on request. A CORRESPOND- 
ENCE SCHOOL SERVING THE INDUSTRY SINCE 19332. 5902-15 
BIG EXTRA PROFITS IN INVISIBLE REWEAVING! Do it yourseli—in 
your own shop giving customers finest work and prompt service. Find 
out how quickly you can learn to make holes, tears, cuts DISAPPEAR 
from all clothing and fabrics. Famous original Fabricon professional 
method pays up to $10 in an hour—ALL PROFITS! Write for FREE details. 
Fabricon, Dept. R R, 6238 Broadway, Chicago 40, Illinois. 6398-15 
LEARN REWEAVING, ALTERATIONS, REPAIRS, pattern drafting, block- 
ing, grading, pressing, pants making, men's and ladies’ custom tailoring, 
in one of America's finest tailoring schools. Superior simplified training. 
Please write for free literature. Empire Institute of Tailoring, 422-A East 
Sth Street, Hazleton, Pennsylvania 7129-15 


REWEAVING 


“40°/, PROFIT WITHOUT INVESTMENT.” Send us garments with burns, 
rips, holes to be skillfully rewoven by the exclusive WONDERWEAVE 
method. 100 operators, fast service. All work guaranteed for life of gar- 
ment. No investment, time or labor required. OR, do your own reweav- 
ing. We sell equipment for $12 complete with instructions. Replacement 
points $6 each. Write to Wonder Weavers, established 1899, 44 Whalley 
Avenue, Dept. 9, New Haven, Connecticut. 3298-29 


HEDDA MOHL, REWEAVER, tormeriy VIENNA, PARIS. Original French 
weaving, reweaving, stoting, invisible mending. Holes, burns and tears 
expertly rewoven. Quick service. Satisfaction guaranteed. Wholesale 
prices. Return postage paid 48-hour service. (Promotion kit free.) Hedda 
Mohl, Reweaver, Colorado Springs, Colorado. East of Chicago, Hedda 
Mohl, 832 Montrose Ave., Chicago 13 4839-29 


REWEAVING, ONE-DAY SERVICE: Cigarette burns, moth-holes, tears, 
spots in clothes, linens, rugs, upholstery fabrics, like new. Small jobs 
returned same day. Send garments for estimate. GIVE US A TRIAL. 
You'll be amazed to see the difference between our work and what 
you've been getting. Established 1910. American Textile Weaving Co., 
5 N. Wabash Ave., Chicago 2, Ill. 5516-29 
FOR GUARANTEED REWEAVING SERVICE ship your next damaged 
garment to us. We use the real French-Rochester Method only. Send us 
the difficult jobs that others reject. We will do it right or no charge. 
French Textile Co., Dept. N, 428 Avenue A, Rochester 21, N. Y. 5831-29 


REWEAVING. Complete SALES KIT FREE including signs, advertising 
mats, instruction book, PRICING CHART, werk tickets and envelopes at 
NO CHARGE. A prompt efficient WHOLESALE service at a MODERATE 
COST. We reweave the exact pattern in all fabrics. Our complete re- 
weaving service will make you a satisfied, permanent customer. Send 
garment for estimate. Open accounts if desired. Return postage paid. 
MONEY BACK GUARANTEE. CINCINNATI REPAIR SERVICE, 413 Race 
St., Cincinnati 2, Ohio 6066-29 
MONEY BACK GUARANTEED REWEAVING. Best possible methods. 
None better. Display signs, pricing charts, etc. We supply at no charge 
everything necessary to sell this fine service. Liberal discount. Open 
accounts. Return postage paid. Send garment for estimate or ask for 
Sales Kit WEAVE MASTERS, 413 Race St., Cincinnati 2. Ohio 7369-29 
RE-WEAVING AT LOWEST WHOLESALE PRICES, i-day service, we pay 
return postage, work guaranteed for the life of the garment. Satisfaction 
er no charge. Special low prices on large damages. Free estimates in ad- 
vance if requested. Write for free signs, pricing rulers, labels. THRIFTY 
WEAVERS. 1412 Adams St., Toledo 2, Ohio 7446-29 


The old reliable ““BERGER DAMAGE REWEAVING” serving the cleaners 
and tailors trade almost forty years. The finest type of skilled work only. 
Prompt service, reasonably priced. Our work wins you good will. Esti- 
mates cheerfully made. Return postage paid by us. If you want the 
*Best,’’ mail your jobs to “BERGER DAMAGE REWEAVING COMPANY,” 
765 Madison Avenue, New York 21, N. Y. 5966-29 
FREE SALES KIT—We are ‘America’s Leading Reweaving Service,’’ fea- 
turing 24-hour service. We reweave all sizes of damages in all kinds of 
materials. GLOBE WEAVING SERVICE, 210 W. Van Buren Street, Chi- 
cago, Mlinois 8516-29 
AUTHENTIC FRENCH REWEAVING also stoting and expert mending. 
Coast to coast, one-day service. We are THE WEAVER'’S WEAVERS for 
those weavers who are not equipped for French reweaving. Priced to 
allow you a profit. FAHEY’S, 904 Main Street, Hartford, Conn. 8584-29 
REWEAVING BY THE SUPERIOR FRENCH PROCESS. MOTH HOLES, 
BURNS, ETC., REWOVEN TO THE EXACT PATTERN. COAST-TO-COAST. 
MODERATE PRICES. SMALL DAMAGES RETURNED SAME DAY RE- 
CEIVED. SATISFACTION GUARANTEED. SEND A TRIAL ORDER TO- 
DAY. R. M. WEISSERT, 315 NORTH 7TH ST., ST. LOUIS, MO. 5545-29 
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SAVE 60°, ON TALONZIPPERS—1 dozen Talon trouserzippers $1.50 
(store price $4.20}—100 only $11.50. We send you free our price list 
with amazing bargains in Talonzippers, leatherpatches, knitted cuffs, 
buttons, thread, complete trimmings line. Nassau Notionhouse, Nassau, 
_ * # 8596-42 








MACHINERY WANTED 


WANTED: USED HOFFMAN UTILITY PRESSES, any model, any amount 
Address: ‘‘M.A.T.S.A."" Dr. Pasteur 113, MEXICO 7, D. F., MEXICO. 
5703-3 





WANTED: MERCURY CLEANING MACHINES ANY AMOUNT. R. C. 
GROSS, 1635 S. W. 70th AVENUE, MIAMI, FLORIDA. 8629-3 


WANTED TO BUY: Solvent still; vacuum type; explosion-proof electrics, 
200 to 400 gallons per hour. Davenport, Box 152, Louisville 18, Kentucky 
JU 2-2661 8677-3 








MACHINERY FOR SALE 


Two-roll, 100” and 120” AMERICAN and C/L RETURN FEED IRONERS. 
MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 8310-4 





42 x 84” AMERICAN MASTER CASCADE double end driven Mone! metal 
washers, two-compartment two-door cylinders, motor-driven. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 
N. Y 8309-4 


IMPERIAL CLEANING MACHINERY COMPANY, 12! Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has available American Notrux extractor, 
American 8- and 6-roll ironer,; American Cascade 42 x 84; also 9-pocket 
stainless washer; Hoffman drycleaning and laundry washers, Pellerin 
Milnor automatic washers, Hoffman and American 30, 48 and 60” extrac 
tors for laundries and cleaners, Hoffman 140F and synthetic cleaning 
unit. Also Prosperity, Mercury, Manitowoc, Columbia, Butler, Sec-O- 
Matic synthetic units with Hoyt solvent savers, Prosperity 2-girl shirt 
unit, Bendix washers, Bock extractors; Huebsch tumblers for launderettes. 

8434-4 
IMPERIAL CLEANING MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has Sec-O-Matic synthetic unit with solvent 
saver—Mercury-—140F unit—60 lb. Automatic unit—10 lb. Columbia unit. 

8435-4 


IMPERIAL CLEANING MACHINERY COMPANY, i21 Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has available laundry and drycleaning 
equipment from several modern plants. Price reasonable, with terms. 
Request availability list without obligation. 8436-4 


IMPERIAL CLEANING MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, N. Y. EV - 9-6585, has large stock of new and rebuilt equip- 
ment, reasonable prices and terms, one-year guarantee. Individual ma- 
chines or complete plants for laundry, synthetic or petroleum, also laun- 
derette. List the machines you have for sale with us. 8437-4 


We buy and sell complete drycleaning plants. Also have a complete 
line of up-to-date, rebuilt and new drycleaning equipment. Contact us 
for your machinery needs at bargain prices. WILLIAMS LAUNDRY MA- 
CHINERY CO., INC., 37-37 9th Street, Long Island City 1, N. Y., STill- 


well 6-6666. 8291-4 


Mercury 140° F. safety tumblers, reconditioned. Bargain prices. Guaran- 
teed. Martin Equipment Company, Cincinnati 12, Ohio. 8655-4 
P-H TOPPERMATIC automatically finishes trouser tops. Uncrated never 
used. Only 40 days old. Excellent operation. Sacrifice for quick sale. 

. Banner Laundry & Cleaner, Ligonier, Indiana. 8663-4 


Shirt laundry unit—new—includes Ajax automatic sleever—40°%, off. 
Coronet Dry Cleaners, 3816 Main Street, Weirton, W. Va. 8604-4 


TUMBLER, HOFFMAN UCON. Up to 12. In use daily. Excellent condi- 
tion. $150 each. Reply: Davis Cleaners, 4233 Hampton, St. Louis 9, Mo. 
8665-4 


FOR SALE: Must sell four Butler Monel cylinder drycleaning washers, 
175 lb., 125, 90 and 60 lb. Also two 40” motor-driven extractors all in 
operation now and can be seen at 1309 S. Fifth Avenue, Maywood, Illi- 
nois. Will sell separately or all combined. All in A-1 condition, buy 
them at your price. Brite Cleaners, c/o James Kostoff. 8666-4 
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Mr. Manufacturer: 
Here's a Market 


Fact To Remember! 


The 
Annual Volume 
Of 


NATIONAL 
CLEANER & 
DYER’S 


Average 
Subscriber 


Is More Than 


TWIC 


The Volume of 
The Average 


Drycleaner 


(For further details on this 
and other facts disclosed 
in @ current survey, just 
write for our new folder 
‘Market of Value’) 
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The Customers Always Write SEE 


Wholesale Not Advised 


lo the Editor 
I read your article in the October 


issue of The NatTionaL CLEANER & 
Dyver—enijoved it verv much and was 


ible to get some fine pointers from 


it. Keep up the good work 

Do you have any available figures 
m production—what a presser should 
be able to turn out in each classifica 
tion? If so, I would certainly appre 
ciate anything along this line vou have 
you can send nie 

Also, what should be charged for 
vholesale work with the base price 
it $1.50 for suits and 80 cents for 
shirts, pants, et 

Wholesale work in drycleaning and 
spotting only. They press their own 

Dick FORSGREN 
Finer Cleaners 

Rock Springs, Wyo 
Production figures were given in 
the Do It Now articles in our August 
ind September 1958 issues 

The feu plants that still do whole 
sale work generally give a 40 percent 
discount to their outlets. assuming 
their customers do the marking. finish 
ing, sewing and assembly. But bear in 
mind that the retail drycleaner who 
goes into u hole sale work 18 actually 

mopeting with himself —Eprror 


Spotting Contestant 
lo the Editor 


My first copy of your magazine car 
ied the ninth installment of “Spotting 
M ace Easy 

Is it possibl to receive the previous 
eight articles so I can take the test 
n next month’s issue? 

Leo A. BIscHOFT 
Leo's Laundry & Cleaners 
Wavnesville, Mo 


Route Contracts 


lo the Editor 

Several times I have read in your 
magazine references to court cases 
und decisions dealing with disputes 
between drycleaning plants and route- 
men or other drycleaning plants over 
the rights to the customers in an or- 
ganized route 

In other words, if a plant develops 
a certain route with a driver who is 
an employee of said plant driving a 
truck owned by said plant and the 
driver changes employment . . . can 
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said driver turn around and go out to 
pick up to those very same customers? 
Also, in the case when another plant 
offers money to a driver in an organ- 
ized route and the driver leaves his 
employment, accepts a certain amount 
of money and goes to work for the 
plant that made the offer. 

Any information along these lines 
which you might be able to pass on 
to us would be of great value. Actu- 
ally, the signer is not involved in any 
of these cases. However, as president 
of our association a few of these cases 
have been brought to my attention. 

Roserto HomMar 
Principado Modern Dry Cleaning, Inc 
Santurce, Puerto Rico 


Mr. A. L. H. Street has reported 
many legal decisions on route con 
tracts. We have compiled these cases, 
as well as many others, in a booklet 
entitled “Legal Decisions,” available 
for $2 a copy. Also, we ran a sug 
gested contract form in.our May 1958 
issue. —EDIToR 


Public Relations Project 


To the Editor 

I am writing to request five reprints 
of the article in your current issue, 
“Do It Now, Part [V—Hiring, Train- 
ing, and Motivating Your Sales Per- 
sonnel 3 

If you cannot send as few reprints 
would you please send us five 
copies of the October issue of Na- 
TIONAL CLEANER & Dyer, and bill us 


2 


is five 


accordingly 

I would like to take this opportun 
ity to congratulate you on your very 
I am in charge 
of the new public relations program 
here at Sparkle. We are setting up a 
Textile Maintenance Consulting Serv- 
ice which we will extend to our cus- 


informative articles 


tomers, retail store personnel, schools, 
social and church organizations, and 
all interested groups. I will give talks 





Let’s Hear From You... 


We welcome your inquiries, your 
views about every phase of the dry- 
cleaning industry, your problems and 
your solutions to problems. Address: 
The Editor 
National Cleaner & Dyer 
305 East 45th Street 
New York 17, N. Y. 











on fabrics and their care, conduct 
tours of our modern plant, etc. 

Your magazine has proved to be a 
valuable reference. If you know of 
any past articles that deal with this 
particular field of public relations, I 
would appreciate your sending them 
to me. Many thanks. 

Kay (Mrs. Wo. L., Jn.) Woops 
Sparkle Cleaners 
Bakersfield, Calif 


Small Cleaner Fan 


To the Editor: 

We've been taking your magazine 
for six years and look forward to it 
every month. We are small cleaners 
and it helps us in many ways 

Dick RANDALI 
Randall Cleaners 
Mio, Mich 


Shirt Rental of Interest 


To the Editor: 

I would appreciate copies of any 
articles your magazine may have pub- 
lished recently regarding shirt rental. 
If reprints are readily available, could 
you advise when the articles may 
have appeared in your magazine and 
I can look them up in the back copies 

Any other information or leads on 
this subject you may refer me to. will 
bé most helpful—names of plants of 
fering this service to their customers, 
etc 

Doucuas A. Wricut, Manager 
City Laundry, Hamilton Limited, 
Dry Cleaners 

Hamilton, Ont., Canada 


lo the Editor: 

We read an article in your maga- 
zine about a laundry or cleaning plant 
on the West Coast which had a shirt 
supply service; that is, they gave the 
customer shirts and then laundered 
them at an increased price so that the 
customer never had to buy shirts. 

Would you please send us any in- 
formation on this that you may have 
or a copy of that article. 

J]. Epwarp GLovER 
General Manager 
Progressive Cleaners, Inc. 
Arlington, Va 


This subject is covered in this issue 
in the “Do It Now” series. This 
month's chapter takes up sidelines. 

—EpIrTor 
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Sales 
Promotion 
Calendar 


1959 


Exctusive! 
ANOTHER 
“*FIRST’’ 


Little did we 
realize five 
years ago what 
an institution this sales calen- 
dar was to become. But with 
each passing year, more and 
more of you tell us how help- 
ful it is to you in planning 
ahead on your promotions 
throughout the year. 

Last time we said it would 
be a critical year for those 
plants that failed to advertise. 
We said that as business lev- 
eled off (and it did) the smart 
operator would merchandise 
harder than ever; that adver- 
tising didn’t cost, it paid. 

That forecast proved accu- 
rate. The business reasust- 
ment that America felt was 
weathered best by those who 
did advertise. Those who 
stuck by their guns when the 
going got tough were the last 
to feel the business slowdown; 
the first to come out of the re- 
cession. 

While the economy is now 
on the upswing, it is a good 
time to reflect on what hap- 
pened. It gives a clue as to 
what is ahead. The progres- 
sive plantowner will make the 
most of this opportunity. He 
will sell harder than ever to 
get those consumer dollars. 
And the plantowner who waits 
for his customers to do his 
selling for him will be left 
waiting. 

Advertise and promote your 
quality service. Plan at least 
six months ahead. Do It Now! 





in National 
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March of Dimes 


Many cleaners have gained favora- 
ble publicity supporting this popu- 
lar charity. Be sure to mention the 
drive in your advertising. 


wonders. Local Boy Scout troops 
will help you get a supply of used 
ties for a starter. 
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Cotton time 

Smart cleaners have pushed cotton 


sizing the past few years for sales 


FEBRUARY 
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drycleaning customers. 


Let your customers in on the fact 
that you are an expert. Plant visita- 
tions can acquaint them with your 
equipment setup, scientific proce- 
dures you follow to produce quality 
work. 


St. Valentine's Day (14) 


Here is a wonderful opportunity 
to use clever window displays, 
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Winter outerwear 


Now that the season is ending get 
a last shot at those overcoats, snow 
suits. Be sure to talk up water 
repellency and mothproofing, both 
profitable sidelines. 


National Convention 


Be sure to budget your time and 
finances to include a trip to attend 
the exhibit show of the National 
Institute of Drycleaning at Atlan- 
tic City, New Jersey, March 5-8. 
New equipment will improve your 
production. Just as important, the 
talks will give you new sales and 
management ideas. 


Easter time 


This religious holiday is a week 
earlier this year than last (March 
29). To spread out your workflow 
use reminders in your advertising 
several weeks ahead of the date. 
State “only three weeks to go,” 
“ten more days,” etc. 





Box storage 


This is the beginning of the sea- 
son, so talk about box storage now. 
Volume of this sideline has been 
growing steadily the past few 
years. If you haven't tried it be- 
fore, get on the bandwagon, espe- 
cially if you have routes. 


Post-Easter season 


End of Lent marks the beginning 
of party time. Promote cleaning of 
spring formal wear. Tell the cus- 
tomers about your de luxe finishing 
and use of sizing to restore that 
like-new appearance. 


‘*@D 
— Re te 


Public relations 


Outdoor sports are coming back 
into their own. Sponsor a juvenile 
baseball team, providing uniforms 
and maintenance on them. 
Wouldn’t hurt to plan now for a 
bowling team sponsorship next fall. 
Team sponsorship makes for excel- 
lent public relations. 





MAY 
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Mother's Day (10) 

The motivation research of the 
NID tells us to show appreciation. 
Here is a chance to let the mothers 
among your customers know how 
you value their business. 

Tell mother all about your many 
services that are all designed to 
lighten her household chores. She 
will have more time to devote to 
her family. 


Households 


Not too late to get those slipcovers, 
drapes and blankets. New drapery 
fold will draw new business, and 
so will plastic packaging on blan- 
kets. Your storage campaign should 
be well under way by now. 


Shirts 

A special sale on shirts is timely 
now. While shirt laundering isn’t 
as seasonal as drycleaning, it may 
bring you more cleaning customers 
to level out the summer slack. 

















able today for “permanent” preser- 
vation of the gowns. 

Read the society columns of your 
papers to keep posted on pending 
weddings. Get the new Mr. and 
Mrs. to send you their formal attire 
and develop the habit of dealing 
with you regularly. 


Flag Day (14) 


Cleaners have tied in successfully 
the past few years on the patriotic 
promotion sponsored by the NID, 


offering free flag cleaning. This 
should have special significance 
this year since we have our forty- 
ninth state, Alaska. It is an excel- 
lent time to offer new flags for 
sale, since last year’s flags are out 
of date now. 
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Review time 


Just a year ago we started our 
“Do It Now” series, which ended 
last December. Now is a good time 
to check io see what changes and 
improvements have been made so 
far this year. Also check the effec- 
tiveness of your advertising to 
date. If sales are up you should 
have extra money to increase that 
ad budget for the balance of the 
year. 


Direct mail 


Get your mailing lists in order for 
the fall business. One out of five 
Americans moved at least once in 
the past year. Make sure you send 
your promotions to “live” pros- 
pects. 





Independence Day (4) 


This is the beginning of the vaca- 
tion season. Push for slacks, sport 
shirts, casual dresses that will be 
worn during the holidays. Then ad- 
vertise to get them back in the 
plant for cleaning before the vaca- 
tion trip starts. 
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Sizing promotion 


Cotton sizing will pick up the 
slack. If you haven't promoted it 
before, do it now. If you have ad- 
vertised this service, keep it up. 
There is still plenty of hot weather 
ahead. 


School days 


It won't be long before classes re- 
sume for the fall term. Remind the 
mothers to send their youngsters’ 
garments to you in plenty of time. 
And in case they failed to take ad- 
vantage of your storage facilities, 
tell them to get their own fall items 


in for cleaning. 





Open house 


Hold plant tours now, if you didn’t 
in the slack winter period. It will 
show your customers and prospects 
that drycleaning is a highly skilled 
profession. 

There are probably new pros- 
pects who have moved into the 
neighborhood this summer. Offer 
donations (50 cents a head) to 
church and charitable groups for 
each person they get to attend. But 
be sure your plant is neat and tidy. 
The more your customers recog- 
nize you as an expert the better 
off you are. 
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Go after those items that mean ex- 
tra dollars in the till. Dye-vork and 
leather cleaning are two good ones 
right now. If you don’t already of- 
fer these services, get into them. 
There are excellent wholesale facili- 
ties to do the processing for you. 


Charge accounts 


People who charge their purchases 
are the ones with the money to 
spend on drycleaning. They already 
get this privilege from the gasoline 
companies, hotels, airlines. Their 
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Party time 

The social whiri is just getting into 
full swing. Advertise for cleaning 
of formal wear. These are high- 
ticket items to keep that cash reg- 
ister jingling, 


Hunting season 


Fall is in the air. Sportsmen should 
be told about your services on 
leather jackets and heavy gear. 
Sleeping bags and blankets are eas- 
ily cleaned and bring a good profit. 
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Athletic uniforms 


Now that the schools are all play- 
ing football, and basketball about 
to begin, check on getting this 
cleaning for your plant. Band uni- 
forms are a good item, too. 

At least one cleaner hauls the 
band instruments for his local 
school. Each Saturday his truck is 
on full display as the musicians 
pick up their instruments on the 
field. A goodwill gesture that’s 
hard to beat. 





Shirt laundering 


If you have followed this schedule, 
you haven't really featured shirts 
since May. Now is the time to do 
it again. It should attract new dry- 
cleaning customers during this pe- 
riod when people are so cleaning 
conscious. 





Thanksgiving Day (26) 


Families will be getting dolled up 
to go to Grandma’s house. Adver- 
tise for dresses and children’s gar- 
ments. Then follow up after the 
holiday to clean up those turkey 
stains. 


Household 


With the holidays approaching fast, 
push for household items. Remind 
your customers to send in their 
rugs, draperies and furniture cov- 
ers before it’s too late. 
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Gifts 

We don’t advocate giveaways, es- 
pecially trade stamps. But if ever 
a raffle is appropriate, this is the 
time. Appeal to the housewives 
through their children. Dolls and 
bikes are like an extra present 
from Santa Claus. 


Window displays 


The holidays lend themselves beau- 
tifully to attractive windows. If 
you don’t feature Santa Claus and 
the reindeer, snow scenes can help 
you promote cleaning of winter 
sports clothes and water-repellency 
service. 





New Year's Eve 


Everyone is party-minded. An- 
other good plug on formal wear is 
in order now. Pick up the slack 
that many cleaners feel between 
December 25 and the year-end. 
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Why are 

more and more 
drycleaners 
using TarGo' to 
remove difficult 
oil-base 


stains? 
Because 


TarGo is 
charged 
with extra 
stain- 
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- : J — order a bottie from 
—=s 


‘ Try TarGo and see 
your jobber today 
NEW! FREE! “Spot and Stain Removal Handi-File” 


For your copy write today, stating whether you 
operate laundry or drycleaning plant, or both. 
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A. L. WILSON CHEMICAL CO., Kearny, N. J. ake ae our only business” 








At last-i ' 

st-in one press! 
ened 

... lHE “FEEL” OF MANUAL PRESSING 

... THE EASE AND SPEED OF AIR PRESSING 


Here's the biggest news in presses since the invention 
of the garment press! Imagine it — a single press that 
combines the “feel” of manual pressing with the speed, 
ease of operation and greater production potential of 
air pressing! 

The new Butier air press with Fabric-Feel control 
does just that. Say you're pressing a pair of wool pants. 
You make your first lay, then flick the Fabric-Feel con- 
trol knob to “wool” on the Fabric-Feel control panel. 
Presto! When the high pressure lever is activated, the 
exact pressure for wool is applied — automatically. It’s 
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BUTLER MANUFACTURING COMPANY 

7452 East 13th Street, Kansas City 26, Missouri 
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easy, fast, foolproof — no risk of shine, no chance of a 
poor finish. With Fabric-Feel, even the inexperienced 
operator gets into volume, quality production faster 

Add to this the fact that the Butler air press mini- 
mizes fatigue, encourages continued high production 
levels, contributes to employee contentment, reduces 
operator turnover and you have a truly remarkable 
new press that makes all other presses obsolete! 

The new Butler air press with Fabric-Feel control 
has numerous other features you will like. For the 
whole story, mail the coupon below. 
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Get the whole story on new Butler air presses 
with Fabric-Feel control. Mail coupon today for 
free descriptive literature. 





